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' ATCH for the 11th 
W Birthday Number of The 
Feed Bag to be published 
next month. We'll start 
| our twelfth year without devia- 
tion from our original platform— 
to unselfishly serve the trade, to 
stress merchandising, to help our 
readers sell more feed and make 
a larger profit. Our 11th Birth- 
day Number will exemplify this | 
tradition but starting next 
month, too, The Feed Bag will go | 
slightly modern. We hope you'll 
like the brighter paper, the new 
type faces and the improved 
make-up. 


MERCHANDISING MAGAZINE 
OF THE FEED INDUSTRY 
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This old truck—it was new then— 
paraded ior Big Joand the Hawley 


Commission Co. in 1920. 


ate 
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will tell you that Big Jo has been a leader in every 
parade for more than 50 years. At La Crosse, 
Wis., it keeps in step with an exclusive distribu- 
tor—the Hawley Commission Co., also operating 
branches at Rushford and Winona, Minn., Gales- 
ville and Sparta, Wis. 


“We sell Big Jo because it’s best,” says Joseph 
Brudlos, manager, “and our trade appreciates this 
fact for we've never found it necessary to handle 
any other flour. Once they’ve tried Big Jo, it’s 
our experience that good housewives are never 
satished with other brands.” 


Big Jo Flour has been sold in La Crosse for - 


more than 50 years. It’s “Best in the World’’. ~~ 


WABASHA ROLLER MILLCo. 
WABASHA MINNESOTA, U.S.A. 
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Brewers Grains 
Malt Sprouts 
Millfeeds 
Linseed Meal 
Soybean Meal 
Feed Barley 


Swiftide 
Cod Liver Oil 


Screenings 
of all kinds. 


Send for our regular daily and weekly quotations. 
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FEED-GRAIN. 
SCREENINGS 
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THE 
LIGHTNING SEASON 


IS HERE 


IT IS NOT YET TOO LATE 
TO PROTECT YOUR PROP- 
ERTY WITH LIGHTNING 
PROTECTION. 
a 


SAVINGS IN COST OF INSURANCE 
WILL USUALLY PAY FOR AN IN- 
STALLATION IN A SHORT TIME. 


Ask your ‘“‘Mill Mutual’ Insurance 
Office for full particulars. 


Mutual Fire Prevention Bureau 
Department of 


Association of Mill and Elevator Mutual 
Insurance Companies 


230 East Ohio Street, Chicago, Illinois 


Norge Pure Cod Liver Oil 


Co. Bergen, Norway—Largest Fisheries in the World. 


700 VITAMIN “A” 
150 VITAMIN 


A Purity and Vitamin Certificate is issued 
with each Drum of ‘‘NORGE”’ Cod Liver 
Oil shipped to the United States, which 


is an unconditional guarantee of quality 
and purity. 


Poultrymen acclaim the beneficient re- 
sults obtained, with ‘‘NORGE”’ a com- 
ponent part of the feed ration. 


This Cod Liver Oil is chemically and biologically tested in the 
Company’s Private Laboratory and Poultry Research Farm. 
The A/S Johan C. Martens & Co. being the only process- 
ors and manufacturers of Norwegian Cod Liver Oil who do 
maintain their own scientifically operated Poultry Farm 
and Laboratory, exclusively for their own research testing 
purposes. Here all poultry grades are tested at 14 of 1 per 
cent addition to the total ration feed for a 5-week testing 
period on Baby Chicks. Satisfactory growth and absence 
of rickets must be certified before the product is sold 
under the company’s label. 


IMPORTED AND DISTRIBUTED BY 


DEUTSCH & SICKERT Co. 


Grain & Stock Exchange Milwaukee, Wis. 
GRAIN, FEED AND HAY OF ALL KINDS. PHONE US. 


Guaranteed Pure by JohanC. Martens & 


Make no mistake 


about 
this! 


THE GLIDDEN CO. 
CHICAGO. ILLINOIS. 
t Contains the rich 


vitamin content 
that is present in 
fully matured soy- 
beans. 


THE GLIDDEN COMPANY 
SOYA PRODUCTS DIVISION 
5165-7 W. MOFFAT STREET 
CHICAGO 
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m=(SQING UP! 


All feed and grain markets 
have advanced sharply with 
the 1936 drought in full con- 
trol of prices. 


If you are a weather prophet, you 
can tell whether these advances 
will continue—we don’t know — 
but we do know what daily mar- 
kets are and urge YOU to sell 
only on replacement basis. 1936 
should be a big tonnage mixed 
feed year for you—-whatever you 
sell— but it might well be more 
profitable for you if you sell... 


Arcady Wonder Feeds. 


Aready Farms 
Milling Company 


223 W. JACKSON BLVD. 
CHICAGO, ILLINOIS 
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DIAMOND BRAND ® 
100 LBS. NET 
& 
SOYBEAN OIL MEAL 
GUARANTEED ANALYSIS e 
PROTEIN MIN. 41.0 @ 
FAT MAX. 45 
CARBOHYDRATES MIN, 27-0 
FIBER Max. 7° 
| 
* 
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Backed by these Research and 


Manufacturing Facilities 


NOPCO CONTINUES TO LEAD 


be RISE of vitamin supplements to their 
present important position in the feed in- 
dustry has taken place in a few short years. 
What has brought about this phenomenal 
growth? 

First—the work of agricultural colleges and 
experiment stations in showing the need for 
vitamins, particularly Vitamins A and D. 
Nopco has always supported this work, and 
many important researches were financed by 
Nopco. 

Second—the efforts of manufacturers to pro- 
vide reliable Vitamin A and D sources of 
standardized potency. Nopco was the first to 
place on the market a practical concentrate, 


and has paced the field in stepping up concen- 
tration while maintaining uniformity. 

Third—the constant endeavor of the feed 
trade to educate farmers in the profit-making 
possibilities of correct vitamin feeding. Here 
again Nopco has led the way. 

From the day in 1926 when Nopco entered 
the vitamin feeding field, Nopco’s leadership 
has never been successfully challenged. Nopco 
is today by far the largest shipper of cod liver 
oil and cod liver oil concentrates for animal 
feeding. The largest plant and the most com- 
plete testing facilities are Nopco’s. 

For ten years Nopco has led the parade— 
and Nopco continues to lead. 


National Oil Products Company, Ine. 


3875 ESSEX ST., HARRISON, N. J. 
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DAVID K. STEENBERGH, Managing Editor 
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July, 1936 


Number Seven 


Robinson-Patman Law Now in Effect 
Leaves Trade in Quandary 


Awaiting of Final Rulings Is Advised 


been created in business circles 

regarding the application of the 

Robinson-Patman price discrim- 
ination act which was signed by the 
President of the United States last 
month and is now in effect. 

The Millers National Federation, in 
its bulletin issued June 30, advises its 
members to await final interpretation of 
the new law by the federal trade com- 
mission before making any changes in 
practices. 

_ “While a lot of theories are being 
circulated in the trade as to the require- 
ments of the law, particularly on price 
discrimination, advertising allowances 
and brokerage arrangements,” the mes- 
sage reads, “it seems in order to sug- 
gest that all such curbstone interpreta- 
tions should not be accepted as final 
especially when promoted by some 
trade group with an ax to grind. 
Commission Rulings Final 

“Official interpretations will come 
only from the federal trade commission 
and Washington opinion is that this 
body will proceed rather slowly and 
cautiously in interpreting and enforcing 
the new law. 

“The price discrimination sections of 
the Robinson-Patman laws are so gen- 
eral in their terms that a great deal 
of experience will be required to deter- 
mine their exact meaning and applica- 
tion. For the time being the sensible 
course for the members of the flour 
milling industry is to continue doing 
business as usual and to change present 
practices only as it becomes evident 
that these practices are contrary to the 
law or interpretations issued by the 
commission. We would strongly advise 
against any new plans merely on the 
theory that such things are required.” 

That the law is vague is also ad- 
mitted by the American Feed Manufac- 
turers association. 

“At the present time, it appears that 
nobody knows just what this act really 
means or how it is going to be en- 
forced,” Ralph M. Field, executive vice 
president of the association comments 

“We are endeavoring to obtain some 
more definite information regarding this 
law but it is generally felt that the fed 
eral trade commission which has charge 
of its enforcement will go rather slowly 


C ONSIDERABLE concern _ has 


in the matter and that fair and reason- 
able dealings practiced in the past, may 
be continued for the present without 
fear of trouble unless some definite 
rules are established prohibiting such 
practices.” 

Mr. Field announces that those who 
desire to obtain copies of the act may 
do so by writing the American Feed 
Manufacturers association, 53 West 
Jackson boulevard, Chicago, and also 
offers to answer questions about it to 
the best of his ability. 

Brief Analysis of Act 

A brief anaylsis of the new law from 
which it is possible to get a general 
idea of its requirements without wading 
through the entire draft of the bill fol- 
lows: 

The Robinson-Patman act replaces 
old Section 2 of the Clayton act and 
adds new provisions which were not 
previously covered by it. 

The act makes it unlawful for any 
person engaged in commerce, in the 
course of such commerce, either direct- 
ly or indirectly to discriminate in price 
between different purchasers of comrno- 
dities of like grade and quality. Dis- 
criminations prohibited are those whose 
effect may be: 

1. To lessen substantially competi- 
tion in any line of business. 

2. To tend to create a monopoly in 
any line of commerce; or 

3. To injure, destroy or prevent com- 
petition: 

(a) With any person who either 
grants or knowingly receives the bene- 
fit of such discrimination; or 

(b) With customers of either the 
grantor or grantee. 

The act makes a distinction between 
price discrimination and price differen- 
tials and expressly exempts the latter 
under certain conditions. 

1. Price differentials are permitted 
which make only due allowances for 
differences in the cost of manufacture 
sale or delivery resulting from the dif- 
fering methods or quantities in which 
the commodities are sold or delivered 

This would permit price differentials 
as between purchasers of equal quan. 
tities— 

(a) Which reflect economies made 
possible by the distinctive methods of 
purchase and delivery of one purchaser 
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as compared with another. 

(b) For use in further manufacture, 
as well as between those who purchase 
purely as retail or wholesale distribu- 
tors. 

(c) Which reflect economjes made 
possible by differences in their delivery 
requirements. 

(d) Which reflect reduction in sales 
expense on large single orders for peri- 
odic deliveries as compared with smal- 
ler successive orders requiring frequent 
sales solicitation. 

(e) Which reflect reduction in man- 
ufacturer’s cost made possible by more 
adequate customer storage facilities per- 
mitting manufacture in off seasons. 

Reduced cost, however, which is 
brought about by increased volume must 
be reflected in sales to all customers. 

Price changes are permitted in res- 
ponse to changes affecting the market 
for or marketability of the goods con- 
cerned. 


This has been interpreted to permit 
price changes made necessary by rap- 
idly changing raw material costs. 

Quantity Limits: The federal trade 
commission is authorized to fix and es- 
tablish quantity limits as to any com- 
modity, and when so fixed no further 
price differentials would be permitted on 
quantities purchased in excess of those 
limits. The commission, however, must 
first determine that available purchasers 
in greater quantities are so few as to 
make the price established for such 
quantities unjustly discriminatory or 
promotive of monopoly. This limita- 
tion does not become effective as to 
any commodity until the commission 
has acted with respect to that com- 
modity. 

Selection of Customers: The act per- 
mits sellers to select their own custom. 
ers in bona fide transactions and not ir 
restraint of trade. Once the seller has 
accepted the customer, however, he 
must not discriminate against him in 
favor of other customers. © 

Burden of Proof: The person charged 
with and found by the commission tc 
be engaged in discrimination, is re- 
quired to assume the burden of justi 
fving the discrimination. In doing so 
he is not precluded from showing that 
his lower price, or the facilities or serv- 
ices furnished, was made in good faith 
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to meet competition. 


Brokerage: The act prohibits the 
payment or allowance of brokerage or 
commission except for services ren- 
dered. It also prohibits any person 
from receiving or accepting such pay- 
ment or allowance except for services 
rendered. The employment of a broker 
or agent is neither required nor pro- 
hibited, but when one is employed by 
the seller he cannot receive brokerage 
from the buyer, and when employed by 
the buyer he cannot receive brokerage 
from the seller. 

Advertising and Promotional Serv- 
ices: The act prohibits the seller from 
paying a customer for services or fa- 
cilities furnished to advertise or pro- 
mote the sale of his products unless 
such payment is made available on pro- 
portionately equal terms to all other 
competing customers. 


At the |.B. CA. 
CONVENTION 


You are cordially invited 
not only to visit the Dr. 
Salsbury’s Laboratories 
Booth at the I. B.C. A. 
Convention in Kansas 
City, but to makeit your 
convention headquarters 
as well. You'll be inter- 
ested in meeting and talk- 
ing with members of the 
Dr. Salsbury staff, andin 
seeing and examining the 
complete line of Dr. Sals- 
bury’s poultry health 
preparations. So be sure 
to come. We'll be ex- 
pecting you! 


DR. SALSBURY'S | 
Eastern Branch: Harrisburg, Pa. 


Services or Facilities Furnished: The 
act prohibits the seller from furnishing 
advertising, sales or other services, and 
physical facilities, to promote the sale 
of his products, unless such services 
and facilities are accorded to all pur- 
chasers on proportionately equal terms. 

Buyer’s Liability: Any buyer who 
knowingly induces or receives any dis- 
crimination in price prohibited by the 
act becomes equally guilty of a viola- 
tion of the act and subject to triple 
damages. 

Summary: There is nothing in the 
act which prevents quantity prices or 
quantity discounts providing all cus- 
tomers are granted equal prices and 
equal discounts for equal quantities of 
merchandise of the same grade and 
quality. Should a manufacturer find 
himself unable to contract with all of 
his customers who desire to purchase 


Results count! And so do profits! You’re as- 
sured of both when you recommend Dr. Sals- 
bury’s Worm Caps for safe, sure worming. 


Results: because Dr. Salsbury’s Caps are care- 
fully compounded of pure ingredients, from 
scientifically correct prescriptions. 
they provide the most effective worm-remov- 
ing drugs known! Nicotine for round worms; 
Kamala for tapes. 
getting drugs are distributed evenly through- 
out the birds’ 
first and middle part where most worms are 
located. 


Profits: because Dr. Salsbury’s Worm Caps are 
priced right—to give you a generous margin on 
every sale. 
benefit of quantity price. 


Sales Helps: Include National advertising that 
reaches four out of five poultry raisers. Local 
tie-up ads. 24-page booklet. 
letters. 
All provided for dealers’ use. 


AVI-TONE FOR FLOCK WORMING 
For poultry raisers who prefer a dependable y voge treat- 
ment—one that’s easy to use with wet or dry mash— 
recommend Dr. Salsbury’s Avi-Tone. 
—builds up the vitality of the bird: 


Because 


And because these result- 


intestines—particularly in the 


Privilege Purchase Plan gives you 


Suggested sales 


Sales Posters. Window Streamers. 


It gets the worms 


LABORATORIES 


CHARLES CITY, IOWA 


Western Branch: Pomona, Calif. 
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given quantities, because of limited pro- 
duction facilities, such manufacturers 
would be obliged to “choose their owr 
customers” and refrain from selling to 
those customers whose wants they can- 
not supply for equal quantities. There 
is no provision in the law preventing 
a discrimination in terms of sale, but 
terms of sale cannot be utilized as a 
means of discrimination in price. 

Penal Provisions: Anyone engaged in 
commerce who “knowingly” discrimi- 
nates between competitors by granting 
to one purchaser any discount, rebate 
allowance or advertising service charge 
in excess of that granted to the pur- 
chaser’s competitor, becomes liable to a 
fine of not more than $5,000 or impri- 
sonment of not more than one year, or 
both. A further and similar penalty is 
provided for anyone who sells merchan- 
dise in one section of the United States 
at prices lower than he does in other 
sections for the purpose of destroying 
competition or eliminating a competitor 
in any part of the United States, or who 
sells goods at unreasonably low prices 
for the purpose of destroying competi- 
tion or eliminating a competitor. Most 
of the acts prohibited by this section 
also lie within the prohibitions relating 
to price discriminations. To that ex- 
tent, this section attaches to them its 
criminal penalties in addition to the 
civil liabilities and remedies provided b; 
the Clayton act. 


JOE STRAUB, Lomira Elevator Co. 
Lomira, Wis., returned recently from - 
tour of the Western states and Mexico 
He reports that the vicinity about 
Boulder dam is booming and that a los 
there sells for $10,000. After checking 
on these prices Joe decided that he had 
better return to Lomira and continue in 
the feed business. 


Seeing Boulder Dam 
From the Air 


Frank Bell, W. M. Bell Co., Milwau- 
kee, is enthusiastic in his praise of 
Boulder dam which he observed from 
an airplane on a recent trip to Cali- 
fornia. 

“We shipped out of Bugank Port, 
May 26,” he explains. “The day was 
glorious—perfect California weather. 
Up, up, up, until the charming hostess 
announced that we were at 10,000 feet. 
There was but one lull in the smooth 
flying and that was when we ran over 
a saw log for a slight dip, but the 
plane’s speed seemed to do away with 
any discomfort. 

“We were, I believe, at an altitude 
of about 2,000 feet when we winged 
down so that all could have a fine view 
of the great Boulder dam project. The 
view of Boulder dam from the air is 
almost indescribable and brings realiza- 
tion to a dreamer of dreams. I heartily 
recommend the trip to anyone who 
Icves real beauty.” 

Mr. Bell was accompanied by Mrs. 
Bell who experienced her first airplane 
ride. On their return trip via rail they 
ment Chief Thunderbird of the Para- 
mount studios going out on location 
and had a brief and interesting visit 
with him. 

Mr. and Mrs. Bell made the trip to 
California on the new train “City of Los 
Angeles” of the Union Pacific railroad 
which was making its maiden voyage 
to the West. 
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Chapter 15. 


ONDITIONS vary so largely that it seems dangerous 
C to say that one form of advertising is more important 

or more effective than another. Direct mail advertis- 

ing, however, certainly is one of the most usable and 
frequently one of the most economical forms. The retailer 
appealing to farmers should not fail to incorporate mail ad- 
vertising into his merchandising program. 

Good Mailing List Important 

The primary need for a successful direct mail campaign 
is a good mailing list. 

“Poor lists,” says Robert Ramsey, one of America’s fore- 
most direct mail experts, “are the damnation of direct adver- 
tising.” 

The reason why his statement is true is easily seen—it’s 
the same reason that you watch waste circulation in your 
local paper. Poor lists represent waste in direct mail circu- 
lation. The postoffice authorities report 42 per cent changes 
of addresses in the city during a year—people who move or 
who die. That means if you are mailing to a city group 
using a list one year old, that 42 out of every 100 pieces are 
just money thrown away! While the percentage may vary, 
similar conditions prevail in the country. Money that you 
spend in keeping your list up-to-date is money well spent. 

Here are a number of ways in which the dealer in farm 
supplies can build a good mailing list: 

Take names from your ledger: Your present customers 
should form the basis of your list. Don’t be satisfied with 
the thought that you can depend on those people always buy- 
ing from you. Your competitor is probably advertising to 
them right now. You must advertise to hold them. Then 
too, they’ll be glad to know that you take continued interest 
in them. 

Personal canvass. In addition to your present customers 
you will want a list of prospects—the other fellow’s custom- 
ers. The best way to get such a list is by personal calls. 
A Louisiana dealer employed a woman to call at every home 
in his territory, paying her four cents for each name card 
turned in. Other dealers have used junior and seniors in 
high school to do the same work. Two cents to three cents 
a name seems to be the prevalent rate to pay for this serv- 
ice. Your canvassers should get the names and addresses of 
all people called on and pertinent facts, such as head of live- 
stock, acres planted and in what crops, type of farm build- 
ings, general appearance of place, and things of that sort. 
Some dealers have found that after giving these canvassers 
a few simple sales facts about their products, some of them 
sold enough goods to pay the cost of their part in the survey. 

See the county agent. In many cases, your county farm 
agent will already have a complete list of the farmers in the 
county. See him first. He may have just the information 
you need. 

Mail-casting to rural routes. Ask your postmaster how 
many mail boxes there are on each route going out of his 
office. Then get enough double government postcards to pro- 
vide one for each box. On one side of the card write a brief 
message telling the farmer that you would like to send him 
a copy of a valuable book on incubation, or crop production, 
or livestock production—a book giving him profit-making 
suggestions. Ask him to fill in his name and address (and 
such other vital information you need) on the return side 
of the card and mail it to you. 

It isn’t necessary that you address these cards by name— 
in fact, the advantage of this plan is that you don’t have to. 
Just address them—‘Box Holder, Route No. 4,” (or what- 
ever the proper number is). Tie the proper number for each 
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Merchandising Farm Supplies 


Direct Mail Advertising 
By F. Harvey Morse 


route into separate bundles, and .urn in to the postoftice. 
This same plan can also be used to mail advertising regularly, 
but has the disadvantage of any general publicity—waste cir- 
culation and lack of personal appeal. 

Rural routes are not always laid out logically from the 
merchant’s viewpoint. Customers from two miles away may 
be coming into your town to make their purchases and yet 
receive their mail on a route that originates in a town ten 
miles away. You will want to watch any such situations in 
taking advantage of the rural route mailing privilege. 

County tax lists. Assessment records are a valuable 
source of names in making up feed lists—because they usually 
carry classified information, such as livestock kept, which is 
of value in building lists. Have one of your employees go 
to the courthouse and get the assessor’s tax books and copy 
the names of good prospects living in the townships that you 
are covering. If you are not located in a county seat town, 
you can probably hire a dependable high school boy or girl 
to do this work on “a cent a name” basis. When the list is 
made out, you should go through it carefully, culling out the 
names of any people you definitely know are not prospects. 

Farmers’ elevators. In cases where local farmers’ eleva- 
tors are not handling competing lines, they will probably be 
glad to cooperate with you in building a list of those from 
whom they buy farm products. It may also be possible to 
get a list of members of the local grange. 

Cow testers’ lists. The farmers belonging to the local 
cow-testing association should represent good prospects. When 
the farmer joins such an association he is already sold on 
progressive methods. 

Cooperate with the creamery. Ask your local creamery 
manager for a list of those who bring in their milk and 
cream. Such cooperation should be particularly easy for a 
feed dealer to secure—particularly if he can tell the creamery 
that his feed will result in more milk being brought into 
the station. 

Poultry and egg buyers. Similarly, a produce house deal- 
ing in poultry and eggs is an excellent source of names for 
the dealer who is selling poultry feeds and supplies. The 
produce man is usually glad to cooperate for the same reason 
as is the creamery—if you can convince him that your feeds 
will mean more eggs and better quality chickens for his house. 

Work with the hatcheries. Customers of any hatcheries 
in your town or in nearby towns, are excellent prospects for 
poultry feed, brooders, peat moss, fountains, sanitary sup- 
plies, etc. Properly approached, dealers will find them usual- 
ly willing to cooperate by furnishing the names of local chick 
buyers. 

The veterinarian and blacksmith. Your local veterinarian 
can probably give you the names of livestock owners. Black- 
smiths, too, can tell you who has horses and mules. Very 
often, though, through these sources, you will find animals 
in the towns that you didn’t suspect were there. 

The telephone book, if used wisely, may also be a good 
source of names, particularly in the smaller communities 
where the dealer is likely to know a large number of the sub- 
scribers. Certainly, the phone book list will require careful 
checking to weed out undesirable names. Bear in mind, too, 
that not all those who can buy, have phones. 

Ask your present customers for the names of friends and 
neighbors who are possible prospects for the products you 
sell. You can go to such prospects with the definite recom- 
mendation of a satisfied customer. 

Get names of all store visitors. Whenever a prospect for 
any item you handle comes into your store, whether he buys 

(Continued on Page Twenty-four) 
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OHIO 

Scioto Grain Co. has taken over the 
Ashville Purina elevator, Ashville. W. 
O. Dountz is in charge of feed sales. 

Ray Bogard has opened the Bogard 
Feed & Produce Co., Marietta. 

Carey Mill & Elevator Co., Carey. 
has constructed a new addition to its 
plant to increase storage facilities. 

Hecoax Feed & Coal Co. has opened 
for business at New Holland under the 
management of Charles Brown. 

St. Clair Mills, St. Clair, which have 
been under the management of Elmer 
Brunswick for the past three years, have 
been sold to his father, Ben Brunswick 
Sharpsburg. 


wees Se & 


Carefully Sifted for Feed Dealer Consumption 


CORNHAY WEAKLY NEWS 


Mother lost her diamond ring and 
was simply frantic. But little Audrey 
laughed and laughed because she knew 
she could go right to dad’s trouser 
pocket and find it. 


Roy and Willard Floyd have opened 
the Floyd Milling Co. at Lewisburg. 
Flour is to be manufactured and a line 
of feeds is to be added later. 


Jed Hay is anxious to have the flood 
around his farm go down soon because 
he’s getting an awful lot of complaints 
about water being in the milk. 


THIS IS A GOOD TIME TO 
SELL SUGARED SCHUMACHER 


All dairymen who are trying to do a good job feed their herds particularly 
during July and August. 

Through the years Sugared Schumacher Feed has proved most serviceable 
and satisfactory for many dairymen—especially at this season. It holds 
both condition and production. It is equally satisfactory for dry cows and 
young stock. By the addition of Soybean Oil Meal, or other high protein 
ingredient, an excellent ration of any desired protein content is easily built 
from Sugared Schumacher Feed. 


Sugared Schumacher is just as fully appreciated and 
sought after by pork producers and beef cattlemen—and 
when horse feed is needed there is none better than 
Sugared Schumacher Feed. 


You can build your business with Sugared Schumacher. 
Now is the time to get out and sell it to the farmers of your 
\ Bees community. Its effectiveness will help hold them on as 


\ 
NANANN steady customers for this and other efficient Quaker Feeds. 


THE QUAKER OATS COMPANY 
Dept. 15-G . . 141 West Jackson Blvd. . . CHICAGO, U.S.A. 
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There have been a lot more calves 
seen around Judd Perkins’ farm since 
his bull has taken to chasing picnic 
people into trees. 

* * * 
PROPER OCCASION 

Mother: “Why don’t you wear that 
beautiful underwear you got for Christ- 
mas?” 

Daughter: “Oh, I’m saving that for 
a windy day.” 

* 
BLACKMAIL PLOT 

Mother: “Just for that, young man, 
you can go to bed without any supper.” 

Son: “What about that medicine | 
am supposed to take right after meals?” 

* * 


NO ALTERNATIVE 
Cop: “Hey, don’t you know that 
you're not supposed to park on a high- 
way and make goo-goo cyes?” 
Play Boy: “Aw, don’t be silly. When 
a guy has to goo, he has to goo.” 
x 


INCOMPETENT 

Cop: “Didn’t you hear me yell for 
you to stop?” 

Dealer’s Wife: “No, sir.” 

Cop: “Didn’t ya hear me whistle?” 

Dealer’s Wife: sir.” 

Cop: “Didn’t ya see me signal?” 

Dealer’s Wife: “No, sir.” 

Cop: “Well, I guess I better go 
home. I don’t seem to be much good 
around here.” 

* Ok 
THE NEW VERSION 

Joe: “Who was that lady I saw you 
eating with last night?” 

Moe: “That was no lady, that was 
my knife.” 

MORE DESIRABLE 

Mother: “Don’t you want to be the 
kind of a girl that people look up to?” 

Daughter: “No, I wanna be the kind 
of a girl that people look around at.” 

* 


KNEW THE WORDS 
Father: “When I was a young man 
girls knew how to blush.” 
Daughter: ‘‘What was it you used to 
say to them?” 
* * * 
"ROUND AND ’ROUND 
Dealer: “Do you believe tight cloth- 
ing stops circulation?” 
Salesman: ‘Certainly not. The 
tighter a woman’s clothing the more 
she’s in circulation.” 
NO OVERTIME 
Pat: “Wot’s the matter with old Jack 
there?’ 
Mike: “He’s got a bloomin’ splinter 
in his hand.” ; 
Pat: “Why don’t you pull it out?’ 
Mike: “Wot, in me lunch hour? Not 
much!” 
*x* * * 
STILL GOOFY 
Dealer: “How is the patient in 742? 


Dr. Kenton: “He’s anxious to get 
home to his wife.” 
Dealer: “Hm-m-m-! Still delirious, 


eh?” 


Quaker 
G 
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JUST WHAT IS A case recently decided by the feed arbitration com- 
**ALPEN’’? mittee of the Grain & Feed Dealers’ National associa- 


tion brought to light a problem of vital interest and 
importance to all feed men. 


The defendant in this case purchased two cars of feed by wire naming 
““Alpen’’, a Robinson code word defined as ‘‘Standard Fine Middlings in Sacks’’. 
He refused the feed on delivery and it was resold, according to confirmations, 
as “Standard Middlings’”’ and at a loss which the seller as plaintiff wished to 
recover from the defendant. 


The arbitration committee ruled that the plaintiff, according to the evi- 
dence, had made proper tender and delivery on the contract and the decision 


was won by the plaintiff. In its ruling, however, the committee commented 
as follows: 


“The defendant has intimated but has not substantiated proof to the 
effect that southwestern shorts were substituted on a standard middling con- 
tract, and it is not for the committee to decide in this case as to whether or 
not southwestern shorts are applicable on a standard middling contract.’’ 


This unanswered question, in the opinion of THE FEED BAG, requires 
immediate attention. There is no special Robinson code word for southwestern 
shorts and the definitions of standard middlings and brown shorts (adopted 
as Official by the Association of American Feed Control Officials) are identical 
except that the middlings may contain 2 per cent more crude fibre. 


In the Southwest, however, “‘Alpen’”’ may mean “brown shorts’’ but in 
the North and East it is certainly held to mean “standard middlings’’. Wis- 
consin jobbers and dealers, for example, could never sell standard middlings 
and deliver brown shorts and they should be able to know, when they buy 
‘“‘Alpen’’, exactly what they will get. 


Since there is a difference between standard middlings and brown shorts, 
‘‘Alpen’’ should be more strictly defined to mean one or the other. A new code 
word is required to designate the second feed. 


DAVID K. STEENBERGH. 
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LOUIS BANDOW, JR., Anston, 
Wis., is back at his office after an en- 
joyable fishing trip to Eagle River, Wis. 
Of course, the biggest ones got away 
but Louis returned with plenty of evid- 
ence to prove his angling skill. 


A. C. THIEL, Slinger, Wis., left re- 
cently for a vacation trip to northern 
Wisconsin. He was accompanied by his 
son who is spending several weeks at 
the Y. M. C. A. camp at Boulder, Wis. 


AL RAEDER, formerly manager of 
the Laun Lumber & Furniture Co., Elk- 
hart Lake, Wis., is now associated with 
the Farmers Mercantile Co. of that city 


O. L. CLAVE and Webster Johnson 
have opened the Hawkeye flour and 
feed store, Webster City, Ia. 


FRANK VOTRUBA has purchased 
the Traverse City Milling Co., Traverse 
City, Mich, which recently passed 
through receivership and will carry on 
under the name Grand Traverse Mill- 
ing Co. 


W. N. GEORGE, Java Village, N. 
Y., has installed a feed mixer. 


MINERAL FEED MEETING 

The Mineral Feed Manufacturers 
association will hold its fourth annual 
convention at the Sherman hotel, Sep- 
tember 17 and 18. Officers of the orga- 
nization are E. V. Moorman, Moorman 
Mfg. Co., Quincy, IIl., president; James 
H. Murphy, Murphy Products Co, 
Burlington, Wis., vice president, and L. 
F. Brown, Chicago, executive secretary 
and treasurer. 


RET 


produce real results. 


MINNEAPOLIS 


That FIXES its QUALITY! 


Quality is a hard thing to measure in a feed. 
Two sacks may list approximately the same 
ingredients and yet be far apart in feeding 
value. The worth of a feed is fixed, after all, 
not simply by having certain given elements 
present—but by having them present in suf- 
ficient amounts and in proper proportions to 
For this you must put 
your faith in the company 
making the feed. Remem- 
ber — Northrup, King & Co. 
stake their 52 year old repu- 
tation for dependability—on 
the quality and feeding ef- 
ficiency of their feeds. 


NORTHRUP, 


DEPENDABLE 
SINCE 1884 


\ 


KING & CO. 


MINNESOTA 
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Bradford Dies 


F. J. Bradford 


Frank J. Bradford, familiarly known 
as “Brad” to members of the feed trade, 
died of a heart attack at his summer 
home at Round Lake, IIl., June 24. He 
enjoyed a wide acquaintance in the in- 
dustry in which he served until poor 
health forced him to retire several years 
ago. From 1918 to 1932 he was vice 
president and 
Arcady Farms Milling Co., 
and after leaving that firm 
manager of Vitality Mills, 
cavo. 


sales manager of the 
Chicago, 
became 
Inc., Chi- 


COOPER BROS. elevator, Conway 
Ia., was destroyed by fire June 10 with 
a loss estimated at $2,500. 


INDIANA 


John Pugh, who has been manager of 
the Farmers Grain & Supply Co., Wind- 
fall, has resigned to enter the lumber 
business for himself. Glenn Allen, for- 
mer manager of the Lincoln Co., Lin- 
coln, has succeeded Mr. Pugh. 

Foster-Kendall Co., Carmel, is con- 
structing a 50x150 foot brick stock room 
for the storing of feeds and other mer- 
chandise. 

Capitol Flour & Feed Co. has been 
incorporated to do business at 1527 
Miller street, Indianapolis. Incorpora- 
tors are E. H. Hawekotte, H. J. Mc- 
Cord and Clarence Newland. 

Frankfort Electric Hatchery, Frank- 
fort, has installed a new feed grinder 

Herman Everitt, Nabb, will continue 
the grain, feed and coal business there 
and at several other points in southers 
Indiana, formerly conducted by his late 
father-in-law, Ernest C. Eberts. 

Eugene Krause has purchased the 
Bourbon elevator and feed mill, Bour- 
bon, and will operate it as the Bour- 
bon Grain Co. 

Sheridan Milling Co., Sheridan, has 
installed a feed mixer and purchased 2 
new motor truck. 

Floyd E. Wagoner, Waldron, ha: 
leased the Flat Rock elevator, Flat 
Rock, and will handle feed and coal as 
sidelines. 


¢0. 
BEHIND a Feed 


Ohio Dealers Determined to Stop 
Truck Pedlar Competition 


Committee Appointed to Analyze Problem 


ETERMINATION remedy 
D the disrupting effects of the 

trucker-pedlar on grain and feed 

marketing was voiced by the 
Ohio Grain, Mill & Feed Dealers asso- 
ciation at its 57th annual convention 
held at the Breakers hotel, Cedar Point 
(Sandusky), Ohio, June 22 and 23, and 
the appointment of a committee of three 
was authorized for the purpose of an- 
alyzing the situation and making recom- 
mendations for a solution at the next 
meeting of the organization. More than 
250 persons attended the conclave, com- 
bining a vacation trip with the conven- 
tion sessions. 

Allton Reelected President 

E. L. Allton, St. Paris, Ohio, was 
reelected president of the association at 
the close of the meeting along with G. 
E. O’Brien, Greenville, first vice presi- 
dent; Herbert Wooley, Pickerington 
second vice president and W. W. Cum- 
mings, Columbus, secretary. 

Chosen on the board of directors were 
R. H. Brundige, Kingston; O. E. Tee- 
gardin, Duvall; F. E. Watkins, Cleve- 
land; L. G. Bradstock, Wellington; C. 
A. Heigel, Leipsic; B. Hoaglin, 
Scott, and F. E. Iams, Dayton. 

Mr. Allton in his annual address de- 
clared that the country grain elevator 
operator and feed dealer are facing 
problems of which they never dreamed 
and that it was more necessary than 
ever to become banded together in 2 
strong organization. He particularly 
cited trucking competition, sales taxes. 
the social security act, and other legis- 
lative demands on the industry. 

Truck Problem Serious 

The seriousness of truck competi- 
tion was emphasized by Secretary 
Cummings in his report. “The truck- 
ing situation,” he said, “has grown to 
such large proportions that some ac- 
tion must be taken to avoid the pos- 
sibility of the trucks taking all of the 
business away from the dealer in the 
small communities and leaving him with 
his investment but no business. The 
situation can probably be best com- 
bated by the installation of trucks by 
the feed and grain dealer himself to 
compete with the itinerant carrier who 
buys from the farmer and hauls to the 
consumer expecting no profit other 
than a hauling charge, and a small one 
at that.” 

Ray B. Bowden, Minneapolis, filling 
one of his first speaking engagements 
in the official capacity of secretary of 
the Grain & Feed Dealers National as- 
sociation, sounded a note of warning 
against the increasing burden of taxa- 
tion. 

“The palsied hand of taxation,” he de- 
clared, “hangs heavily over us wherever 
we turn, and a cloud of Marxian doc- 
trine casts its shadow over the coun- 
try. The general concern seems to be 
only about our economic problems when 
there are scores of other motives 
prompting the lives and reactions of 
men. 


“Tt is not our vast corporations that 


need the most attention. The biggest 
and greediest business in the country is 
taxation. Big business looks small when 
compared to it. Taxation should be the 
object of most careful scrutiny by the 
public today.” 

Mr. Bowden also discussed the distri- 
bution of wealth, claiming that this was 
physically impossible. 

“It is not as significant to consider 
who owns wealth as it is to find who 
is getting the income,” he said. “A 
man may possess millions in property 
and still be the poorest man in the 
world if he receives no income from 


Posing for The Feed Bag at th2 close of 
the convention, left to right, are W.W. Cum- 
mings and E. L. Allton, secretary and pres- 
ident of the Ohio Grain, Mill & Feed Dealers 
association respectively, and Ray B. Bowden, 
the new secretary of the Grain & Feed Deal- 
ers National association. 


At the conclusion of his talk which 
was highly acclaimed by those present 
he pleaded for grain and feed men tc 
organize and battle ever-increasing le- 
gislation and taxation. He urged those 
not belonging to an association to ceasc 
going along on the propelling efforts 
of loyal members and “hooking a ride’. 

Lew Hill, Indianapolis, Ind., chair- 
man, National Grain Grades Committee. 
expressed alarm at the “political mess” 
of the country, and stressed the need 
of cooperation in business to combat 
further radical experiments. He an- 
nounced that the grain grading schools 
which are being held throughout the 
country are proving to be popular and 
gave a report of the work accom- 
plished on grain grading problems by 
his committee. 

A warning to examine all inspection 
and weight certificates that give indi- 
cations of tampering was issued by 
Fred Pond, secretary, Buffalo Corn Ex- 
change, Buffalo, N. Y. Mr. Pond ex- 
plained that an individual who has been 
since brought to justice, had been forg- 
ing certificates and throwing the blame 
on the Exchange. He urged all dealers 
noting alterations on any of the papers 
to send them to the Exchange where 
action against the guilty parties will be 
instituted. 

Pleasant Boat Trip 

Tribulations of business were for- 
gotten by the grain and feed men dur- 
ing the afternoon when they enjoyed a 
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boat excursion to beautiful Put-In bay 
on Lake Erie and visited many points 
of historic and scenic interest. They re- 
turned in the evening in ample time tc 
prepare for the annual banquet which 
was held in the convention hall. Among 
those present was Arthur Cunningham, 
Sneath Cunningham, Tiffany, Ohio, who 
has been engaged in the grain business 
for the past 58 years. Mr. Cunningham 
received a great ovation when he was 
introduced and rose to take a bow. 

The feature speaker of the evening 
was Count Ernesto Russo who kept the 
gathering in good spirits with a con- 
stant barrage of humorous stories which 
were intermingled with a serious plea 
to preserve the constitution of the 
United States. 

Bowden Gives Encore 

Mr. Bowden, who pleased his audi- 
ence so well with his address in the 
morning, was requested to give a briet 
talk. He again emphasized the need 
for grain men to work together in com- 
batting the many problems besetting 
the industry. 

Following the banquet the ladies and 
men adjourned to the Cedar Point 
casino where dancing facilities were 
provided free to all wearing conventior 
badges. 

The session on the following morning 
was opened with a continuation of the 
discussions on grain grading by Lew 
Hill. He was followed by A. D. Bos- 
ley, Vestal Chemical Co., St. Louis. 
Mo., who discussed the protecting of 
stored grains against insects. 

Dr. D. E. Hale, Northwestern Yeast 
Co., Chicago, who was scheduled to 
talk on the advantages of yeast in feeds 
was unable to attend because of ill 
health. His letter expressing regret 
that he was not able to be at the con- 
vention was read by Secretary Cum- 
mings. 

Talks on Soybeans 

Soybeans were described as the “won- 
der bean” by Prof. J. W. Hayward, di- 
rector of nutritional research, Archer- 
Daniels-Midland Co., Milwaukee, who 
told of recent developments in the 
utilization of this crop. 

He explained that the growing of soy- 
beans marked the first step in the utili- 
zation of soil for industrial purposes and 
that new uses are continually being dis- 
covered. 

Prof. Hayward also analyzed the in- 
gredients contained in soybeans, particu- 
larly emphasizing them as a protein 
source. He cited tests of feeding qual- 
ities made on poultry and _ livestock 
showing that results varied, according 
to_the heat and methods employed ir 
processing. 

In resolutions adopted at the conven- 
tion the association voted for continued 
affiliation with the Grain & Feed Deal- 
ers National association; authorized the 
appointment of a committee of three to 
study Ohio’s change in applying the per- 
sonal property tax on grain; and ap- 
proved recommendations made by Mr. 
Hill for changes in grain grading rules 
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ROBERT O. WHIPPLE, Toma- 
hawk, Wis., has sold his flour and feed 
business to the Northern Hay & Grain 
Co., Rhinelander, Wis., which will oper- 
ate it as the Badger Supply Co. 


PENN SALMON feed mill, Bristol, 
Pa., has installed a new feed mixer. 


WORLD TOUR 

Prof. F. B. Morrison, author of 
Feeds and Feeding and head of the 
animal husbandry department at Cor- 
nell university, is planning a six months’ 
trip around the world at the request 
of the government to obtain informa- 
tion on improvement of livestock feed- 
ing. He expects to spend some time 
in the Philippines. Prof. Morrison re- 
cently completed work on the 20th edi- 
tion of Feeds and Feeding which is 
now available in greatly enlarged copies. 


his Month In Your Feed Store 


e Live Tips To Help You Get More Business 


Carnival Fun 


When an advance man for a carni- 
val came to a Michigan dealer’s office 
and asked to rent the property adjacent 
to his feed store for one week he asked 
for an unusual fee. “I'll let you have 
the space for one week,” he said, “if 
you will admit all of the kiddies under 
12 years of age free on one of the 
nights.” The carnival man agreed, and 
the dealer called his home town news- 


To contain 3000 Units of Vi- 
e tamin A per gram and 250 
Units of Vitamin D per gram. 


2 To offer complete protection 
e at the rate of % of 1% in 
total ration. 


3 To be a quality product 
e under 1.41% free fatty acid. 


Gorton Pew, manufacturers of Gorton’s Super “A’”’ Cod 
Liver Oil, gives you the following six guarantees with 


every purchase of this oil! 
very unusual guarantee! 


Made bythe oldest and largest fishery in Americaand handled 
by reliable distributors, you are assured convenient service. 


Order out a trial shipment—you will be more than pleased 
with the results Gorton’s Super “A” produces. 


An outstanding oil and a 


To bea straight high vitamin 
potency cod liver oil extracted 
from fresh cod livers. 


4. 
3. 
6. 


To have been biologically 
tested and proven by actual 
chick feeding tests. 


To save in transportation 
charges because it is a do- 
mestic Cod Liver Oil. 


Our Twine IS BETTER! 
HERE’S WHY: 


e American made from Better Fibre! 
e It is full strength—Full length! 

e Well balled—will not snarl! 

e Strong—will not break at the knot! 


AIN 8317 
Call MINNEAPOLIS 


Farm Service Stores, Inc. 


OF GENERAL MILLS, Inc. 


JOBBING DEPT. Write commerce 
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paper and inserted a large advertise- 
ment announcing that on Thursday 
evening all children under 12 would be 
admitted free through the courtesy of 
the feed store. A special invitation was 
extended to farm boys and girls. The 
carnival on that night was jammed and 
so was the feed store which wisely re- 
mained open for business. 


Dead Stocks 


Stocks which remain on a dealer’s 
shelves and can’t be moved represent 
a definite loss. An active Pennsylvania 
feed merchant checks over his sidelines 
every six months and if he finds thet 
some items have not moved offers them 
as specials at a sacrifice. Even though 
he takes a loss on the disposing of the 
stocks he does not despair because he 
puts the money he obtains into different 
merchandise which moves faster and 
shows a profit. 


Free Lemonade 


On especially hot days, “the drinks 
are on the house” at the feed store of 
live-wire Wisconsin dealer. He 
serves ice cold lemonade free to all 
farm folks and their children who come 
to his place of business to make pur- 
chases. As the rural patrons mop their 
brows in another part of town they 
naturally gravitate toward the feed 
store even though they have nothing 
in mind which they want to buy. Nine 
times out of ten, however, they make 
a purchase of some item before they 
depart. The cost of the lemonade has 
proved to be a good advertising invest- 
ment. 


Fill "Er Up 


It is only necessary to take an in- 
ventory of the farmers who come to a 
feed store to discover how many of 
them smoke pipes—ranging all the way 
from penny corn cobs to the briar va- 
riety. When they visit the store of an 
Iowa dealer who is an ardent pipe 
smoker himself, they never find them- 
selves without tobacco, for he has placed 
a large jar of his favorite brand on the 
counter with a placard above it in- 
viting the customers to help themselves. 
After the farm patron “fills up” and 
puffs contentedly he is in a receptive 
mood to listen to the dealer’s sales talk. 
Whether or not the tobacco is really 
responsible for his success is a matter 
of opinion but this particular dealer 
enjoys a nice volume of business. 


BEG PARDON 
In the June issue of The Feed Bag 
it was announced that the King Midas 
Mill Co. had moved its offices to the 
Corn Exchange, Minneapolis. This was 
incorrect and should have read Flour 
Exchange building instead. The com- 
pany has greatly enlarged and re- 
modeled its offices and now occupies an 

entire floor in the building. 
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Independent Feed Dealers of Iowa 
To Meet September 15-16 


The Feed Bag Is Official Publication 


association will be organized in 

lowa when the first annual con- 

vention of the Indepen-lent Feed 
Dealers of Iowa is called to order at 
the Hotel Savery, Des Moines, on Tues- 
day and Wednesday, September 15 and 
16, 1936. 

More than 75 feed dealers met at 
Des Moines on June 16 in a preliminary 
meeting to discuss the possibilities of 
forming such an organization. 

David K. Steenbergh, secretary of the 
Central Retail Feed association and 
managing editor of The Feed Bag, Mil- 
waukee, was the only scheduled speaker. 
He discussed the chain store and truck- 
ing problems now troubling Iowa deal- 
ers and explained how a good organiza- 
tion could help meet these and other 
trade difficulties. Most of his address 
was devoted to a discussion of how the 
Central Retail Feed association was 
organized and is functioning and how 
some of the methods followed in Wis- 
consin could be adapted for use in 
Iowa. 

A general discussion followed in 
which practically every feed man par- 
ticipated. All expressed themselves as 
realizing the need for and being favor- 
able toward organization of a feed trade 
association and a motion to that effect 
was passed by unanimous vote. 

A committee of 13 instructed to pro- 
ceed with plans for the proposed orga- 
nization and to call a first annual con- 
vention when these plans were ready, 
was voted as follows: 

George H. Schaaf, Schaaf’s Feed 

Milton Liggett, 


A NEW state wide feed dealers’ 


Store, Des Moines; 
Mor-Kik Manufacturing Co., Seymour; 
L. R. McKee, McKee Feed & Grain 
Co-, Muscatine; John Hinck, Hogan & 
Hinck, Corning; James H. Wake, Os- 
kaloosa; J. A. Olson, Davenport Ele- 
vator Co., West Bend; E. L. Allphin, 
Gooch Milling Co., Council Bluffs; 
Ralph Sprague, Sprague’s Feed Store, 
Oelwein; E. C. Heinmiller, New Hamp- 
ton Mill, New Hampton; Carl G. Or- 
singer, Waterloo Mills, Waterloo; Wal- 
ter C. Berger, Des Moines Oat Pro- 
ducts Co., Des Moines; C. M. Stormes, 
Iowa Feed Corporation, Des Moines, 
and A. E. Sargent, Sargent & Co., Des 
Moines. 

This committee held a meeting the 
same evening and elected Mr. Schaaf 
to serve as temporary chairman of the 
crganization and Mr. Berger to serve 
as temporary secretary until permanent 
officers are chosen at the annual con- 
vention. The committee further voted 
to incorporate the new organization 
with the official name, Independent 
Feed Dealers of Iowa. 

The temporary officers were instruct- 
ed to confer with an attorney and to 
report back to the committee with a 
suggested constitution (articles of in- 
corporation) and by-laws at a meeting 


which was held in Des Moines, July 7. 


The committee set the dates for 
the first annual convention as given in 
the first paragraph of this article and 


tentatively approved the articles of in- 
corporation as submitted by the tem- 
porary officers. 

The committee also voted to divide 
the state into nine districts and to have 
separate local organizations, affiliated 
with the state association in each dis- 
trict. A temporary assistant secretary 
has been engaged to aid Mr. Berger. 

The Feed Bag was voted official pub- 
lication of the Independent Feed Deal- 


ers of Iowa and it was decided to begin 
a membership drive as soon as the ne- 
cessary application blanks and other 
material could be prepared. 

Mr. McKee was the only member of 
the committee not present and it is 
expected that there will be 100 per cent 
attendance at the next committee meet- 
ing to be held in Des Moines on August 
4. Plans for the convention will be 
completed at that time. 


Convention Memories 


The tall man at the Northwest Retail 
Feed association convention in Minne- 
apolis was Harry Lange, brother of D. 
K. Lange, manager of the St. Louis 
office of the Virginia-Carolina Chemi- 
cal Co. Some fertilizer, if it made 
these boys grow. They say, “You 
ought to see grandma.” 

* 


There were 104 persons at the an- 
nual banquet of the Northwest Retail 
Feed association. §. O. Blair of the 
Independent Feed Dealers Alliance, 
Minneapolis, operated an exhibit and en- 
tertainment room during the convention 
and distributed 25 of the tickets to his 
friends and customers. He says he 
should have bought one more and made 
it 25 per cent. ~~ 


Oscar Nelson, vice president for the 
Swedish territory of the Denver Alfalfa 
Milling & Products Co., Lamar, Colo., 
had conventionitis by the time he 
reached Minneapolis. He started in at 
Milwaukee for the Central Retail Feed 
association convention, went from there 
to White Sulphur Springs for the feed 
manufacturers’ gathering and then to 
Minneapolis to contact his distributor, 
Wayne Fish, and to attend the North- 
west Retail Feed association meeting. 

* 


Mr. and Mrs. J. M. Adam, Anheuser- 
Busch, Inc, St. Louis, celebrated their 
35th wedding anniversary on the second 
day of the American Feed Manufac- 
turers association convention at White 
Sulphur Springs June 12. 

*x* * * 

Revealed at the White Sulphur Springs con- 
vention was the fact that Miss Betty Traisman, 
who has long been secretary to Ralph Field at the 
offices of the American Feed Manufacturers asso- 
ciation in Chicago, is now Mrs. Sanford Agate. 
Mr. Agate, a Chicago printer, wired gardenias for 
his wife to wear at the convention and Betty, a 
bride of three months, was certainly excited, but 
not too excited to eat, while waiting the last three 
or four hours for her train to pull in to Chicago 
where her husband was to meet her at the station. 


* * 

Three years ago H. G. Cowan, Spen- 
cer Kellogg & Sons Sales Corp., Min- 
neapolis, broke his arm enroute to the 
feed manufacturers’ convention but this 
year he only sprained his back. The 
accident happened when Harry forgot 
that he was in an upper berth and made 
a rush for the smoking room. 
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L- R. Fry, Quaker Oats Co., Chi- 
cago, didn’t want to lose the keys to 
his golf bag so he put them on the 
padlock and snapped it shut. Later 
Harry had to have one of the keys filed 
off in order to open the lock. 

* * 


One of the newcomers at the manu- 
facturer’s convention was J. E. John- 
son, Spencer Kellogg & Sons Sales 
Corp., Chicago. Harry Cowan intro- 
duced him as “Stabber” Johnson and 
the name stuck throughout the meet- 
ing although Joe made a bum stab when 
he paid $1.00 for an extra glass of 
orange juice one morning at breakfast. 

* * 


The golf committee insisted on cut- 
ting down the handicap allowed to 
Harvey Yantis, editor of Feedstuffs, 
Minneapolis, so Harvey got “mad” and 
played one of the best tournament 
games of his career, winning a beauti- 
ful gold Waltham wrist watch for first 
place in the expert’s flight. 


Contributors in the poker game on the 
way back from White Sulphur Springs 
were Marlon Brando, Calcium Carbon- 
ate Co., Chicago; J. C. Curry, Albert 
Dickinson Co., Chicago; James M. 
Flinn, Blatchford Calf Meal Co., Wau- 
kegan; C. N. Barrett, Northrup, King 
& Co., Minneapolis and Harry Cowan. 
The winner, you would be surprised, 
was Dr. A. G. Phillips, professorial 
sales manager of Allied Mills, Inc., Chi- 
cago. 

The girls are gonna have fun next 
year. Just what kind of fun will be de- 
cided by Mrs. O. M. Straube, wife of 
Oscar Straube, Nutrena Mills, Kansas 
City, Kans., who has been designated 
as chairman of the women’s fun com- 
mittee for the 1937 convention. 

* * 


We had the pleasure of returning 
from the Ohio convention to Chicago 
with Ray B. Bowden, new secretary of 
the Grain & Feed Dealers National as- 
sociation, who won the hearts of all the 
Ohio boys with his splendid talk at the 
opening session. He bought himself - 
Saturday Evening Post to read on the 
train and we were quite chagrined wher 
he said he hadn’t read any of the stories 
written for the magazine by. an author 

(Continued on Page Twenty-eight) 
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Feed Industry Employment Bureau 


‘T= current list of positions 
wanted and of positions avail- 
able is pubiished herewith. All 
persons wishing positions in the 
feed trade may secure applications for 
registration with the bureau by address- 
ing the Feed Industry Employment 
Bureau, 525 Grain & Stock Exchange, 
Milwaukee, Wis. The service is con- 
fidential and there is no charge to either 
prospective emplover or employee. The 
Feed Industry Employment Bureau is 
operated by The Feed Bag as a com- 
plimentary service to the feed trade. 


POSITIONS WANTED 

Salesman cr sales manager. Sixteen years’ ex- 
perience. Has handled resale men, sales corre- 
spondence and advertising. Acquainted with trade 
in Missouri, Arkansas, Kansas and Illinois and 
with large mixers in eastern half of United States. 
Prefers St. Louis headquarters but not essential. 
Commission basis with reasonable drawing ac- 


count. Age 36, married, one child. Refer to 
No. 762. 


Salesman or assistant sales manager. Good past 
record and acquaintance in northeastern states. 
td et married, two married children. Refer to 
No. 


Chemist. Will graduate from Pennsylvania State 
College in June, 1936. Has studied with inten- 
tion of working for feed manufacturer. Willing 
to go anywhere in the United States. Age 21, 
single. Refer to No. 564. 


STRONG-SCOTT 


UPREME 


SAMPLE BARLEY PEARLER 


in use by U.S. Dept. of Agriculture 


This Pearler will enable you to de- 
termine the real quality of the bar- 
ley you buy and will quickly pay 
for itself. Fitted with 1% H. P. 
motor. Price includes cord and 
olug for attaching to light socket 
and automatic time switch. 
$ 4 WITH A. C. MOTOR 
F. O. B. MINNEAPOLIS 


TRIPLE ACTION FEED 


MIXER 


Staunchly built to last. 
1. 


costs— for instance, 
requires only 5h. p. 


2. Loading Hopper. 
4. Sacking Spo 


Inset: Specially de- 
signed agitator cylin- 
der, which, with Plane- 
tary gear speed reduc- 
er, saves 25% to 50% 
on operating costs. 


Mixes perfectly and economically. 


Combination V-Belt and Planetary gear drive 
This efficient drive arrangement cuts power 
one ton mixer 


3. Elevating Leg. 


ut. 


PNEUMAT 


IC ATTRITION MILL 


. . . Have you a Copy 


he Strong-Scott 


Minneapolis Minn. 
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No Fires or Dust Explosions 
. Feedis elevated by means of grinding motors with- 
out reduction in grinding capacity. 

. Adjustable non-choking feed 
Removable cover for changing plates. 

. Feed is cool when sacked. 

. Unusually heavy base—sturdy construction. 


of our Catalog 35G? If not . .. Write for it. 


Everything Jor Every Mill, Elevator 
and Feed Plant 


Great Falls Mont. 


er. 


Co. 


Flour or feed salesman. Twenty years’ ex. 
perience. Prefers to locate in Ohio but will con- 
sider Indiana, Michigan or eastern states. Age 
48, married, three children. Refer to No. 761, 


Advertising and sales promotion manager. 
Qualified man with successful record. Now i 
ployed by medium-size feed manufacturer. Seeks 
larger opportunity. Not afraid of hard work and 
long hours and willing to prove worth. Familiar 
with Northwest but willing to work anywhere, 
Age 30, married, two children. Refer to No. 461. 


Feed plant manager or sales and sales promo- 
tion. Broad experience in feed trade and well 
recommended. Not employed in feed’ trade at 
present and willing to go anywhere to get back 
in that business. Age 51, married, no children, 
Refer to No. 462. 


Soya mill expert. Four years’ experience as 
manager of plant. Has knowledge of buying, 
selling, billing, routing, invoicing, banking and 
all office routine. Can set up and operate An- 
derson expeller. Age 50, married, no children, 
Would prefer to locate in Iowa but not essential. 
Refer to No. 463. 


Trafic manager or bookkeeper. Fifteen years’ 
experience in feed trade. Now employed but 
seeks better opportunity with permission of em- 
ployer. Willing to start at low salary and prove 
worth. Prefers southern territory. Age 34, mar- 
ried, one child. Refer to No. 464. 


Feed miller. Wants position in Wisconsin or 
Illinois. Sixteen years’ experience. Operated 
own mill until November 1, 1935. Willing to do 
any kind of mill or elevator work. Age 55, mar- 
ried, ten children. Refer to No. 471. 


Feed service and advertising man. Wants po- 
sition with feed manufacturer in north central 
states. Graduate of Wisconsin College of Agri- 
culture. Now employed outside of feed industry. 
Willing to start at minimum salary. Age 32, 
married, no children. Refer to No. 561. 


Production and sales executive. Fifteen years’ 
experience with both feed and flour mill. <Ac- 
quainted in Pennsylvania, West Virginia and 
Ohio territory. Has also handled purchases and 
advertising. Age 33, married, no children. Refer 
to No. 562. 


Salesman or resale man. Feed experience in 
eastern and southern states but now employed 
outside gf industry. Can furnish good references. 
Age 43, married, no children. 


Refer to No. 565. 


POSITIONS AVAILABLE 


Salesmen for positions in Wisconsin, Minnesota, 
Northern Illinois, Iowa, Nebraska and the Da- 
kotas. Must be acquainted with trade and able 
to produce business for manufacturer of vitamin 
concentrates. Refer to No. 566-A. 


Mill machinery salesman wanted by manufac- 
turer established in trade for 60 years. Must be 
experienced and have true sales ability. Reier 
to No. 567-A. 


Salesman to handle quality brand of feeding 
yeast as sideline. Must be reliable. Refer to 
No. 568-A. 


Salesman to handle new poultry feed product 
for well-known firm in feed trade. Must be able 
to produce business. Refer to No. 569-A. 


Resale man for both poultry and dairy feed 
consumer work. Must be acquainted with eastern 
conditions. Opening available mid-summer. Sal- 
ary and expenses. Refer to No. 570-A. 


Salesman for Minnesota and also one for West- 
ern Wisconsin. Feed, cereal and flour manufac- 
turer with jobbing department and complete line. 
Must be able to do thorough job of feed sales, 
service and resale work. Refer to No. 571-A. 


Feed salesman to specialize on hatchery ac- 
counts. Prefer college graduate at least 32 years 
old with knowledge of hatchery management. 
Would start right man at $3,000 a year plus 
expenses. Refer to No. 465-A. 


Salesman for turkey feeds. Must be expert- 
enced in all phases of turkey management and 
have real sales ability. Kansas City territory. 
Starting salary $150 to $200 per month depend- 
ing on ability and experience. Refer to No. 466-A. 


Salesmen for West Virginia and western Vir- 
ginia territories. Complete line of well-known 
feeds. Refer to No. 468-A. 


Territories open in_IIli- 
Missouri and Iowa. Liberal 
Refer to No. 469-A. 


Machinery salesmen. 
nois, Wisconsin, 
commission basis. 


— 
: 
© 
: 
&e 
3 
3 
J | 
= 
Scot ™ 
THE FEED BAG—JULY, 1936 


The Hoosier dealers turned out enmasse for ay summer convention at Decatur. Here are a few of them snapped at random—stand- 


ing, left to right, are 
F. Davis, Lebanon; H. 

Kraus, all of Ft. — 
Musselman, Burnettsville; E. K 


Beckdol, Walton; C. 


ew 


I. Durbin, Lincoln; C. 
. Vehon, Chicago, and Al Katz, 


Shuman, Logansport; Gene Floyd, sneernonenss Walter Kraning, Mexico, Ind.; Guy 
Dice, Rossville; Edgar Saat Three Rivers, Mich.; RFP. 7 Brien, H.D. E 
left to right, are e, N 
‘Sheppard, Indianapolis; M 


gly, M. a. F. T. Schele, and Eugene 


Bahler, Galveston; D. M. 


Indiana Dealers Swarm to Decatur 
Kor Summer Convention 


President Injured in Automobile Accident 


HE Hoosiers turned out in great 
style for the mid-summer meet- 
ing of the Indiana Grain Dealers 
association which was held at 
the Decatur Country club, Decatur, 
Ind., June 18. From the standpoint of 
attendance and quality of the program, 
the meeting was one of the most suc- 
cessful ever held by the organization. 
President Pritchard Injured 

C. C. Barnes, Winchester, vice presi- 
dent of the association, directed the ses- 
sions in the place of G. A. Pritchard, 
Fortville, president, who was injured in 
an automobile accident a few days pre- 
vious and was unable to attend. 

The dealers were welcomed to the 
city by A. R. Holthouse, mayor of De- 
catur, and W. D. Springer, Indianapolis, 
responded. 

A. B. Patton, the Glidden Co., Chi- 
cago, in his address entitled ‘Paint 
from Indiana Soybeans”, pointed out 
the numerous products which are being 
made from the plant. He urged the 
dealers to encourage their customers to 
raise soybeans with the view of increas- 
ing their own as well as the farmers’ 
profits. 

The work of the uniform grades com- 
mittee on “musty” oats was explained 
by Lew Hill, Indianapolis, and a resolu- 
tion incorporating his suggestions was 
adopted at the close of the meeting. 

Discusses Truck Act 

Problems created by the new Motor 
Carrier Act were discussed by Harold 
Gray, Crawfordsville, chairman of the 
transportation committee. He cited the 
large increase in the number of trucks 
on the highways and called attention to 
the revolutionary effect they were hav- 
ing on the grain and feed business. 

Luncheon was served to the delegates 
through the courtesy of McMillen Feed 
Mills, Inc., Fort Wayne, Ind., after 
which a tour of -the McMillen sugar, 
soybean and feed plant in Decatur was 
conducted. 

Dr. Clyde White, department of soci- 
ology, Indiana university, Bloomington. 
opened the afternoon session with dis- 


cussion of the Indiana unemployment 
compensation act. Following his talk 
he answered many questions asked by 
angela regarding the operation of the 
aw. 

Organized Minority Warning 

The menace of organized minorities to 
American institutions was pointed out in 
an address by Kline L. Roberts, vice 
president of the Bituminous Coal Mer- 
chants association, Chicago. He urged 
the Indiana dealers to utilize their orga- 
nization to combat this peril. 

D. W. McMillen, McMillen Feed 
Mills, Inc., again proved his hospitality 
in the evening by furnishing banquet 
tickets to all those in attendance. En- 
tertainment was provided by the Dark- 
tewn Trio and the principal speaker of 


the evening was Charles M. Newcomb, 
widely known humorist and psycholo- 
gist. 

The association voted to send flowers 
and all in attendance joined in wishing 
a speedy recovery to President Pritch- 
ard. A telegram from him expressing his 
wishes for a successful meeting and re- 
grets that he was unable to be present 
was read by Fred K. Sale, secretary 
of the association. 

An hour of real fun for the dealers 
was provided following the adjournment 
of the convention in the afternoon by 
the receivers and shippers who battled 
out their annual soft ball game on the 
country club grounds. The receivers 
nosed out the opposition by a score of 
18 to 16. 


Increased Business [nspires 
Northwest Dealers 


ENUINE optimism, created as 
G a result of business increases 

over preceding years, was evi- 

dent at the fourth annual con- 
vention of the Northwest Retail Feed 
association which was held at the West 
hotel, Minneapolis, June 16 and 17. 


The confidence prevailing was_ ex- 
pressed in the annual address of E. J. 
Houle, E. J- Houle Co., Forest Lake, 
Minn., retiring president. 


“During the twelve months’ period 
just completed,” he said, “we have wit- 
nessed a marked rise in general _busi- 
ness conditions and a pronounced gain 
in activity in every line of industry. 
This general improvement is true in 
our own trade—the retailing of feed. 
Farmers have more money today than 
they have had for some time and they 
are in a mood to spend it, with the 
result that practically every feed man 
reports a much better volume of busi- 
ness.” 


John Heyerholm, Triple S feed mill 
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Northfield, Minn., was elected to suc- 
ceed Mr. Houle as president and W. 
L. Ledine, Bethel Feed & Produce 
Co., was chosen. vice president. 
Named as directors were B. A. Jae- 
nisch, Fergus Falls; G. W. Brisbin, 
Willow River; R. W. Portinga, Will- 
mar; LN. Schmidt, Rollingstone; H. 
Ee Brings, St. Paul; C. J- Mueleners, 
Plato; Norman Johnson, Owatonna; E. 
L. Pollard, Osakis, and Mr. Ledine. 

In his annual address Mr. Houle also 
recommended the passage of a law in 
Minnesota similar to that which is now 
in effect in Pennsylvania and which 
compels portable mill operators to take 
out a $25.00 license. 

“It is certainly worth the effort,” he 
explained, “because each additional ex- 
pense placed on the operators of port- 
ables is certain to discourage some and 
cause them to get out of the feed 
business.” 

W. D. Flemming, Minneapolis, sec- 
retary of the association, in his annual 
report reviewed the activities of the or- 


Page Seventeen 


| 
| 
‘ 
‘ 
: 


ganization and urged the building up 
of a larger membership. 

Ray B. Bowden, newly elected secre- 
tary of the Grain & Feed Dealers Na- 
tional association and former secretary 
of the Northwest Country Elevator as- 
sociation, pointed out the benefits of 
organization. 

“The business man,” he said, “who 
places his membership dues on_ his 
books and expects to show a profit at 
the end of the year on this expenditure 
is certain to receive a surprise. It can’t 
be done, but if all the trade associations 
in the country were wiped out there 
would be an ever-increasing roar for 
their re-establishment within a week. 
The intangible results of association 
work return many times the cost of 
the dues each year. Successful organi- 
zations must have the active and sus- 


tained support of their members.” 

During the afternoon session of the 
first day of the convention Dr. Sivert 
Eriksen, Dr. Salsbury’s Laboratories, 
Charles City, Ia., conducted a poultry 
disease school and provided those at- 
tending with many practical ideas. 

He pointed out that someone must 
take up the burden of the treatment of 
poultry diseases on the farm and it 
seems to have fallen directly on th- 
shoulders of the feed man. His talk 
was illustrated with a series of colored 
charts which demonstrated what hap- 
pens when birds are vaccinated and pro- 
vided a graphic picture of the coccidia 
round worm, tapeworm and blackhead 
cycle. 

“Poultry,” Dr. Eriksen explained. 
“has an extremely high death rate. Only 
about 50 per cent of the birds hatched 


BLUNT BUT BELIEVABLE! 


“ OW MANY TIMES do you turn, and what 
H do you earn over the year?” Ask this of 
each dollar invested in the merchandise of 
your business. Then call for a “showdown” 
on what other merchants are getting out of 
their dollars invested in Purina Chows! 

You'll discover that the Purina Dollar is 
the most profitable dollar in the retail feed 
business today. Its performance in the feedlot 
brings customers back again and again. The 
Purina Dollar builds as it turns and earns. 
The Purina field man will gladly show you 
the facts in “dollars and cents.” 


PURINA MILLS 
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923 Checkerboard Square 


Saint Louis, Missouri 
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John Heyerholm 


mature into laying hens. To have suc- 
cess it is necessary to have a well-bal- 
anced feed and to observe three neces- 
sary precautions— sanitary methods. 
medicinal treatment of diseased birds. 
and immunization with vaccination.” 

Films were also shown to depict the 
numerous diseases which ravage poultry 
flocks. 

The banquet session was devoted en- 
tirely to entertainment features and at- 
tracted an attendance in excess of 100 
persons. Speeches were purposely eli- 
minated from the program. 

Talks on Truck Laws 

W. W. Gibson, Minneapolis attorney. 

opened the morning session with a re- 
view of the truck bills which have been 
proposed for passage in the state legis- 
lature. He called attention to the 
menace created by the itinerant truck 
pedlar for the feed and grajn business 
and emphasized the need of regulatory 
measures particularly on this type of 
hauler. Mr. Gibson aided in drafting 
four bills on truck regulation which he 
explained in detail and he urged the 
association members to contact their 
legislators and request their passage. 
_ Fire prevention and good housekeep- 
ing were discussed by M. B. Parsons, 
Mill Mutuals Agency, Minneapolis. He 
pointed out that in the final analysis it is 
not the insurance company which stands 
the losses but the individual firms who 
pay the premiums. Self interest if 
nothing else, he added, should impel 
every policyholder to practice fire pre- 
vention measures. 

H. J. Witteveen, Minnesota depart- 
ment of agriculture, spoke on the sup- 
plementary ingredients in commercial 
feeds. He described the functions of 
various vitamins and minerals, and told 
of the sources from which they may be 
obtained and how they affect the lives 
of both animals and human beings. 

Mr. Heyerholm took the chair follow- 
ing his election as president and urged 
the cooperation of the members in 
building up the roster of the association. 


BENTLEY DADMUN, the Dadmun 
Co., Whitewater, Wis., is in Bermuda 
where he expects to spend a vacation 
of several months. Mrs. Dadmun is 
accompanying him. 
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Sufficient Vitamins in Starting Mash 


Result in Better Production 
Early Punch in Feeds Builds Better Birds 


access to or made greater use 

of the results of biological re- 

search than commercial feed 
manufacturers. The basic research 
frequently has been conducted with 
farm animals with the result that new 
findings could be applied to the manu- 
facturing of feeds as soon as their prac- 
tical value was established. 

To appreciate the effect of scientific 
research upon this industry, consider 
the improvement in the quality of feeds 
during the past 20 years. What was 
termed a high quality poultry feed two 
decades ago would be a low grade ma- 
terial judged by today’s standards. The 
mystery associated with the formulating 
of a feed has been dispelled in the light 
of our new and greater knowledge of 
nutrition. 


30 Dozen Eggs Per Cwt. 


The gradual improvement in the qual- 
ity of feeds has coincided with increased 
egg and milk production. Enterprising 
farmers today know that when they buy 
a good feed, they are actually purch- 
asing a given number of units of pro- 
duction. The old hit or miss methods 
are fast disappearing. For example, 100 
pounds of a good laying mash, to be 
fed with scratch grains, should repre- 
sent in terms of production at least 3C 
dozen eggs. 

That feed manufacturers will be able 
to offer the farmer even more tangible 
value for his investment is shown by 
the manner in which some companies 
are formulating their feeds to give 
maximum production. satisfied 
with merely making a “good” feed de- 
signed to keep hens in fairly good 
health and production some of the most 
progressive manufacturers are going to 
the expense of packing much more feed- 
ing punch in their mixtures. 

Use Larger Amounts of Oil 


Perhaps one of the best illustrations 
is the case of cod liver oil and other 
vitamin A and D supplements. Instead 
of cutting corners by using a minimum 
of oil to provide a bare sufficiency of 
the vitamins A and D for protectior 
they are actually adding more than the 
customary recommendations. The re 
sult is that these feeds are producing 
better and more uniform results even 
under poor feeding conditions. The 
increase in production costs is a small 
item compared to the improved results 
obtained by the farmer, and the conse- 
quent extra profits. 

It has been shown by official tests 
in Wisconsin, Minnesota, Maryland and 
Texas that it is possible to protect 
chicks from rickets during a four-week: 
period by using “protection levels” of 
cod liver oil products. In interpreting 
this data, it is not uncommon for the 
feed manufacturer to completely over- 
look the growth of the chicks as well! 
as the economy of feed consumption. 
And what two factors are more im. 
portant in profitable management? If 
small amounts of oil are used, it is true 


f= industries have had greater 


By A. D. Vitamin 


that the feed may protect the birds but 
it cannot assure maximum production. 


Layers Particularly Need More 

The use of “production” levels of vita- 
mins A and D will make a distinct im- 
provement in any poultry feed. It is 
particularly desirable in the case of lay- 
ing hens and turkeys. While a starting 
mash, in which the oil supplement is 
incorporated at “protection” levels, may 
appear to produce satisfactory results 
the point to remember is that the feeder 
is primarily interested in the condition 
of the birds and the number of eggs 
obtained when they go into production. 
A larger vitamin A and D intake in the 
starter will enable the birds to show 
better development and provide them 
with a greater storage of these vitamins 
on which they can draw when they are 
put in laying quarters. The most notice- 
able improvement takes place during the 
first laying season. A pullet which has 
received an adequate vitamin A and D 
intake during the growing period is in 
better shape to withstand the strain of 


Federal Drought Feed 
Agency Established 


Opening of a federal livestock feed 
agency at Kansas City to serve as a 
clearing house for information that will 
facilitate the rapid and efficient transfer 
of feed and livestock in drought-affected 
areas was announced July 3 by Jesse 
W. Tapp, chairman of the United 
States department of agriculture 
drought committee. E. O. Pollock, who 
headed a similar information service 
during the fall and winter of 1934-35, 
will be in charge. 

The chief purposes of a central clear- 
ing house, Mr. Tapp explained, are to 
locate surplus supplies of feed, to ad- 
vise farmers and livestock feeders in 
drought areas where they should be able 
to purchasee their feed at the lowest 
cost and to facilitate the sale and trans- 
fer of cattle from regions where there 
is a shortage of feed supplies, water 
and pasture. The agency itself will not 
buy or sell feed or livestock or make 
loans. 

The information service will list, 
without cost for farmers, shippers, deal- 
ers, jobbers and feed manufacturers 
any grain, feed, hay or forage which 
they may have for sale and available 
for shipment to drought areas. It will 
furnish the buyers of feed in drought 
areas information as to supplies of vari- 
ous kinds of feed, the price and the 
sources from which the supplies might 
be obtained at least cost. A compar- 
able service will be established for sell- 
ers and purchasers of livestock. 

Other functions of the agency, Mr. 
Tapp pointed out, will include the fur- 
nishing of information as to the pro- 
cedure to be followed in obtaining 
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heavy egg production. This is impos- 
sible when oil is used at a minimum 
level solely to secure protection. Hence 
the necessity of bearing in mind at all 
times the desirability of feeding “for 
production”. 

In the case of dairy feeds, particu- 
larly calf meals and fitting rations, the 
use of vitamin A and D supplements is 
certain to become a common practice 
within a relatively short time. The for- 
tifying of these feeds insures greater 
production which is only another way 
of saying more money for the dairy- 
man. The same thing holds with pig 
meals, dog and fox foods, in fact prac- 
tically all feeds for animals. 

The increase in cost resulting from 
more liberal use of good chick-tested 
cod liver oil products will be repaid 
many times in the form of greater sales 
for the feed manufacturer. The farme- 
appreciates quality, notwithstanding 
common impressions to the contrary 
The experience of some of our most 
progressive manufacturers bears this 
out. In fact, the feeds which are 
“cheapest” or most economical are 
those which produce maximum results 


emergency freight rates on livestock 
leaving drought areas. A drought 
market news service will also be issued 
to farmers, county agents, feed dealers, 
state officials and all other persons in- 
terested, to keep them currently in- 
formed as to available supplies, demand, 
market movements and prices. 


J. L. DAVIES & SON, Waukesha, 
Wis., have purchased the Hoag Grain 
Co., of that city from Mrs. Frank B. 
Hoag who has been operating the busi- 
ness since the death of her husband. 
The concern had been in the Hoag 
family for nearly 50 years, and was 
operated by Frank Hoag for 23 years 
before his death. 


OHIO GRAIN Cooperative Assn., 
Inc., Milford Center, Ohio, recently 
held a grand opening of its new feed 
building and was host to hundreds of 
farmers. The structure is 100x36 feet 
and is equipped with feed grinding and 
mixing machinery. 


ROY LEISTIKOW, Stratton Grair. 
Co.. Milwaukee, has returned to his 
office after a week’s vacation near 
Wautoma, Wis]. 


LEROY LABUDDE,  LaBudde 
Feed & Grain Co., Milwaukee, and his 
family are spending a two weeks’ va- 
cation at Camp McKinley, - Boulder 
Jct., Wis. 


MORE CHICKS 
The number of chicks and young 
chickens of this year’s hatching in farm 
flocks in the United States showed a 
12 per cent increase on June 1 over 
the same date a year ago. Egg produc- 
tion showed a 5 per cent gain. 
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MURPHY PRODUCTS CO. has 
opened a feed and seed store at Nicollet, 
Minn. Albert Erickson is manager. 


GEORGE KLINKE, who for the 
past 15 years was manager of the Nee- 
nah-Menasha Cooperative, has resigned 
to enter into business for himself in 
the H. J. Frank Creamery building, 
Neenah, Wis. 


BERT CHAPMAN & SON are 
planning to open a feed store at Iron 
River, Wis. 


DONOVAN GRAIN & FUEL, Inc., 
Albert Lea, Minn., has been formed to 
deal in feed and other products. In- 
corporators are D. Donovan, Catherine 
Donovan and Joseph Donovan. 


11 West 42nd Street 


Manufactured and Distributed By 


Dairymen’s League Co-operative Association, Inc. 
--- New York, N. Y. 


All poultry rations should 
include liberal quantities 
of DAIRYLEA DRIED 
SKIM MILK. Also good 
in all rations for calves, 
poultry and swine. Carried 
by principal feed mer- 
chants throughout eastern 


territory. 


Maybe You Can Solve 
This Predicament 


When A. R. Umbreit, feed dealer at 
Randolph, Wis., read the article recent- 
ly published in The Feed Bag, telling 
about several chickens that had been 
successfully raised inside of glass bot- 
tles, he decided to prove to himself that 
it could be done. 

After the chick had developed into 
a pullet he placed the container with 
its happy prisoner in the window with 
a card above it reading: “How Did 
This Chick Get in the Bottle?” 

He discovered, however, that custom-- 
ers were not so much concerned with 
this occurrence as the problem of get- 
ting the bird out. Mr. Umbreit imme- 
diately took advantage of the interest 
created by inviting suggestions through 
his local newspaper which published a 
big story on the experiment. 

With puzzled patrons trying to figure 
out the hen’s escape Umbreit’s store 
has become the center of attraction in 
the community and sales are booming. 


PAUL BUELKE, Waldo Feed Co. 
Waldo, Wis., returned recently from ¢ 
two weeks’ vacation trip to Canada 
Niagara Falls and other points. 


QUAKER OATS CO. elevator 
Royal, Ia., was destroyed by fire June 
10 with a loss estimated at $25,000. 


LINDEN MILLING CO., Linden 
Mich., is building a warehouse adjacent 
to its plant. August Wallbrecht is 
owner of the firm. 


fresh, supply. 


tank cars or barrels. 


PHILADELPHIA 


A genuine Pure Sugar Cane Molasses imported direct from the sugar producing countries, Kane Syro 
is rich in sugars and the other natural ingredients that make molasses so valuable for feeding livestock. 
Fast tank steamers with an average capacity of a million anda half gallons each, provide a constant, 


A dependable service plus quality and low cost at your disposal. Order now for prompt delivery in 


NATIONAL MOLASSES CO. 


PENNSYLVANIA | 
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Amateur Radio Program Keeps Feed 
Sales Booming tor McCarty 


Thousands Flock to Contest Every Week 


to conform to the way people 

are thinking at the time it is 

used, if the best results are to 
be obtained, is the belief of J. A. Mc- 
Carty, J. A. McCarty Seed Co. This 
firm operates a modern store at Evans- 
ville, Ind., selling seeds, insecticides and 
sprays, fertilizers and feeds, and oper- 
ating a hatchery department. 

Following of this practice is one of 
the main reasons for the company’s 
continually increasing feed sales since a 
feed department was installed eight 
years ago. It was in line with this 
policy that the company decided to go 
into the “show business” during the 
past spring to stimulate sales. 

Sponsor Amateur Contest 

During the past year as every one 
knows, the country was swept by a 
wave of amateur contests. At the head 
of the procession and setting the pace 
was Major Bowes. 

“We believed,” said Mr. McCarty. 
“that a series of radio contests for 
amateurs broadcast over our small lo- 
cal station would be the best medium 
of advertising our feed department and 
familiarizing the public with our feeds 

“From my experience in dealing with 
people, particularly as a former county 
agricultural agent and in conducting a 
feed and seed business, I was convinced 
that people generally like contests and 
were sold on the idea. I knew that farm 
people were no exception. They like 
contests, too, and particularly those in 
which they themselves, their friends and 
their neighbors may participate. The 
idea of being able to attend the radio 
broadcasts and have a part in choosing 
the winners of the programs I felt 
would have an especial appeal and con- 
tribute greatly to the programs’ suc- 
cess both in a financial and advertising 
way. 


should be slanted 


Show Admission Charged 

“With these things in view I felt quite 
sure we could afford to rent an ex- 
pensive hall, hire an excellent orches- 
tra and provide all the other expensive 
details that are necessary to put over 
such a series of programs. By charging 
ten cents admission to the broadcasts 
the public would be getting a better 
show than it would elsewhere at the 
same price and our advertising, we 
hoped, would not cost us very much.” 

Mr. McCarty was not disappointed in 
results. All that was expected and even 
more was accomplished in an advertis- 
ing way and the ten cents admission 
charges went a long ways in defraying 
the expenses connected with the broad- 
casts. 

To see just how this was accom- 
plished and how the broadcasts were 
managed let us take a look behind the 
scenes. 

Arrangements were made with the 
broadcasting company for a series of 
13 weekly programs. The Agoga taber- 
nacle in Evansville was rented. For the 
most part it was filled every Thursday 


evening for the whole hour’s prograr 
and half-hour’s broadcast. 

As the programs continued public in- 
terest increased so that they were 
moved to the Coliseum, a better and 
larger place in which to present them. 
Here the house was filled to capacity 
every broadcast, running from 2,500 tc 
5,000 people in attendance every Thurs- 
day evening. 

McCarty himself, as Lucky Jim, acted 
as master of ceremonies. The program 
was patterned after those of Major 
Bowes and Fred Allen with the feed 
announcements spotted in in the same 
clever manner as on these two top- 
notch programs. In fact the whole 
tempo of the McCarty broadcasts was 
that of the big-time networks. 

Naturally, the programs drew talent 
of the highest quality from all over 
the Evansville trade territory. The feed 
company, the public, and even the 
radio station officials were amazed at 
the excellence of the talent produced. 


Cash Prizes Offered 

At every broadcast ten or twelve con- 
testants were presented and $20.00 in 
prize money awarded, $10.00 going to 
first place, five to second, three to third 
and two to fourth. 

Winners were picked by a combina- 
tion of voting methods. Those attend- 
ing the broadcasts received official bal- 
lots with all the names of contestants 
on them. These ballots together with 
ballots from the McCarty store and 
those of dealers handling feeds counted 
for 75 per cent of the placing. Read- 
ings from the applause meter which was 
installed in the broadcasting hall count- 
ed for the other 25 per cent. 

On the last program on the series 
which was presented the latter part of 
May, this year, were presented all the 
winners of first place in the preceding 
12 programs and the public’s interest 
was at fever heat. There was such - 
demand that the program be continued 
it was decided to present a similar pro- 
gram each month through the summer 
from the city baseball park and athletic 
center. 

The radio station cooperated in every 
way possible to make the program a 
success and claimed that the McCarty 
amateur broadcasting series was one of 
the biggest things it had ever put on 
As this is being written the station is 
cooperating in the approaching month- 
ly program by announcing it several 
times each day. In addition to being 
paid the usual rate for time on the air. 
the station received twenty-five per cent 
of the gate receipts after all expenses 
were paid. 

Ads Supplement Broadcasts 

While the broadcasting series was be- 
ing run, advertisements of McCarty 
feeds were run in local newspapers to 
supplement it. Advertisements calling 
attention to the McCarty programs 
were also used. 

Running through the Easter season. 
rabbits and dyed chicks were given away 
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at the broadcasts and nothing was left 
undone to promote feed sales. 

It has always been the McCarty Seed 
Co.'s policy to attract people to its store 
im every legitimate way possible. At 
the Christmas season its pet show is ar 
annual event. About a third of the 
floor space is cleared for the animals 
and pets of all sorts—rabbits, cats, dogs 
etc. and a window display is also made 
of them. Although there is not muck 
immediate profit im the pet show ir 
dollars and cents, Mr. McCarty believes 
that it is profitable in the long run as it 
attracts people to the store and, natural- 
ly, leads to other sales. 

Big Flower Display 

At Easter time and for a month or 
more after, a portion of the store is a 
display of plants—Easter lillies, potted 
plants, and those for yard and field 
transplanting, especially rose bushes 
and rock garden plants. A miniature 
rock garden in one of the display win- 
dows calls the attention of passers-by 
to the fact that such plants may b- 
obtained within and stamps the storc 
itself indelibly upon the memory. 

All these things are good showman- 
ship with a splendid advertising value 
—shows staged with the seasonal trend 
of the public’s thought. But it is the 
series of amateur shows that has beer 
the McCarty Co.’s most pretentious and 
most profitable advertising venture. 

“After our expenses connected with 
the programs were paid,” said Mr. Mc. 
Carty, “we found our cost of adver- 
tising through the 13 week period to be 
very small. That it was an effective 
means of advertising there is no doubt. 
More new people were attracted to our 


store this spring as a result than ever 
before.” 


J. H. LINNER, manager, North 
Branch Milling Co., North Branch 
Minn., and secretary of the Minnesota 
Millers club, died June 15 from compli- 
cations developing after an attack of 
pneumonia last winter. He was 46 
years old. 


F. J. KIESER DIES 

Frederick J. Kieser, president, Kasco 
Mills, Inc., Waverly, N. Y-., passed 
away June 1, his death coming as a 
shock to the feed industry. Mr. Kieser 
enjoyed a wide acquaintance in the trade 
and his loss will be deeply felt by his 
many friends and associates. 


PRITCHARD RECOVERING 

G. A. Pritchard, Fortville, Ind., presi- 
dent of the Indiana Grain Dealers asso- 
ciation, who was injured in an auto- 
mobile accident a few days previous 
to the organization’s convention at De- 
catur, June 18, has been returned to his 
home from the hospital and is reported 
to be recovering rapidly. Mr. Pritchard 
was enroute to one of his elevators when 
the mishap occurred. He suffered 2 
broken collar bone, five fractured ribs 
and laceration of his ear. 
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Treat Your Cows 
To The Best 


CoRN DISTILLERS 
GRAIN 


(Sweet Smelling 28% Protein -- 6% Fat) 


The finest cow feed made. 
Made from corn. Keeps 
your cows on feed. Write 
for samples. 


MALT SPROUTS 
BREWERS GRAINS 


We've got ‘em. Prompt and fu- 
tureshipment. Let us quote you. 


La BUDDE FEED & GRAIN CO. 


MILWAUKEE, WISCONSIN 


THREE NEW PRODUCTS 
Hen - Dine 


The new iodized shell product for poultry, 
meterially increases egg production. Makes 
harder, more uniform shells. Increases liva- 
bility and thrift. Hen-Dine carries much 
more picfit than ordinary shell for dealers 
and users. 


Chick:Dine 


The same analysis, but screened for baby 
chicks. Packed in five and twenty-five 
pound bags. 


Arrowhead Insoluble Grit 


Completely insoluble. Sharper and harder 
than granite. Triple screened and washed. 
Attractively priced in car lots. 


And, of course, our regular products: 


No. 4 Carbonate Flour, Electro Calcium 
Carbonate, Iodized Calcium, Shellmaker, 
Turkey, Hen and Chick sizes and Cal- 
Carbo. 


CALCIUM CARBONATE CO. 


43 E. OHIO STREET CHICAGO, ILLINOIS 


Grain 
Merchandisers 


MAIN OFFICE 
MINNEAPOLIS 


MILWAUKEE 
Duluth Toledo Ogdensburg 
Green Bay _— Buffalo Kansas City 
Omaha Albany St. Louis 
Chicago New York Seattle 
Cedar Rapids Boston Spokane 
Portland San Francisco Memphis 


You’ll like the Nicollet... 


because you have a choice of 600 spacious, sun- 
lit rooms with deep luxurious beds, soft water 
for bathing; because you'll receive thoughtful, 
convenient service; because you'll enjoy the ex- 
cellent foods served in the beautiful Minnesota 
Room and in the smart Coffee Shop; because 
everything possible is done to make your stay 
pleasant. 


NICOLLET HOTEL 


MINNEAPOLIS 
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Tempo of Modern Farm Life Reflected 
In John Swan’s Feed Store 


Patrons’ Welfare His Primary Policy 


Athol, Mass., knew nothing about 

the feed business. He did have a 

friend in the wholesale end who 
pointed out there was an excellent op- 
portunity in Athol and urged Mr. Swan 
to take advantage of it while it was 
open. Today, Swan’s firm is on a solid 
basis and does a good volume of busi- 
ness in spite of the fact that it has to 
compete directly with chains handling 
the same line. 

Mr. Swan has tried many kinds oi 
advertising but he has found that the 
farm calendar which he puts out every 
year is by far the most effective. This 
calendar has space for records and this 
space seems to have greater appeal to 
feed users than anything else about it. 
In the city he gives away picture cal- 
endars during the holidays. He finds 
that it is well worthwhile to distribute 
calendars widely for the reason that 
most of them are hung on the wall and 
seen every day. 

In the newspapers he uses his manu- 
facturer’s cuts. These are usually one 
column wide and three inches’ in 
depth. It is not easy to trace results 
from this advertising but he feels that 
in his territory it pays. He reaches out 
for business for a distance of about 15 
miles from the store. 

Concentrates on One Brand 

In addition to hay, grain, poultry sup- 
plies and seeds, he handles roofing, 
paint, fertilizer, lime and cement. He 
confines himself to one brand of each 
of the items he handles. The feed he 
handles now is the same taken on seven- 
teen years ago. 

When asked why he did not change 
when a manufacturer opened a chain 
store in town, he said that he had com- 
plete confidence in the product and the 
management. He believed they would 
be fair with him and that he could con- 
tinue to sell as large a volume as when 
he was the only dealer in town selling 
this brand. He believed the brand he 
was selling was the best and that he 
had sold his customers so thoroughly 
on the idea that it would not be easy 
to change them to any other brand. 

An independent dealer, he believes, 
who keeps on his toes can go a little 
farther in the way of service and gain 
the confidence of the customers to a 
greater degree than a chain store. Cus- 
tomers who have traded with him for 
almost a score of years have come to 
know him so well that they are not 
inclined to do their buying elsewhere. 

Most of the business is confined to 
dairy farms and poultry raisers. In this 
section of Massachusetts there are not 
many horses used and a hog farm of 
any size is difficult to find. What hogs 
are raised are fed, for the most part 
on city garbage. 

Buying Habits Changed 

The habits of the customers in re- 
gard to buying have been changing dur- 
ing the years that motor vehicles have 
become more and more common and 
the highways better and better so that 


Ghsioh Bass years ago John Swan, 


it is easy to get into town. 

Mr. Swan finds that it is necessary 
to get in touch with most of the cus- 
tomers once a week. This ‘is done either 
by telephone or a personal call. Orders 
are taken and the goods delivered. The 
farmer expects the same sort of service 
that the family living in the city gets 
from the retail grocer from which it 
buys its groceries and meats. 

The tendency is for the farmer to 
buy in smaller quantities and oftener. 
since it is no longer necessary to put 
in an entire day to do the shopping. 
All that he has to do now in order to 
buy is either to wait until the feed 
dealer rings him up, or if there is some- 
thing he must have at once, to call the 
dealer on the telephone. 

No small part of the success Mr. 
Swan has had in his business is due to 
the realization that this change has beer 
taking place. During the past 17 years, 
highway after highway has been im- 
proved from a dirt road to hard sur- 
face. More and more farms are either 
on state highways or within a short 
distance of them. New highways have 
been built. All the main arteries are 
kept open throughout the winter. | 

These changes could not help alter- 
ing the buying habits of the farmers. 
Though one might expect that it would 
change them toward more frequent 
buying trips to the city, and that they 


PENNSYLVANIA MEETING 

The 59th annual convention of the 
Pennsylvania Millers & Feed Dealers 
association will be held September 9 
10 and 11 at the Penn Harris hotel 
Harrisburg. George A. Stuart, secre- 
tary, announces that preparations are 
under way to present an excellent pro- 
gram and a large attendance is antici- 
pated. 


KELLNER DEAD 

John L. Kellner, 37, former manager 
of the Farmers feed store, Lena, Wis.. 
died June 24 after a one day’s illness 
He is survived by his wife and son 
John Jr., and three brothers, Quiren 
of Chicago, Michael of the Kellogg Seed 
Co., Milwaukee, and Edward of Mani- 
towoc, and two sisters in lowa. 


NOW IT’S SOAP 

Another product has been added to 
the already long list of those made 
from soybeans. Now it is soap. Old 
Fort Mills, Marion, Ohio, is distribut- 
ing a congealed substance known as 
Soyasope for the Fischer Soap Co., Cin- 
cinnati. The product is made by using 
soybean oil meal as a base and when 
mixed with water produces a creamy 
lather. Many advantages are claimed 
by the makers over soaps manufactured 
with a different base. Old Fort Mills 
is distributing Soyasope to feed dealers 
and elevators to be handled as a side 
line and is offering a special introduc- 
tory deal. 
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would continue to haul home what they 
buy, it has turned out that they drive 
into town in their passenger cars, per- 
haps in the evening after the day’s work 
is done and take advantage of the 
amusement facilities in the city rather 
than shopping. They are no longer 
farmers in the sense the word was used 
a generation ago. Rather, they are sub- 
urbanites. One thing is certain. They 
are not rural when it comes to the serv- 
ice they demand. 

Another reason why Mr. Swan finds 
it necessary to keep in close touch with 
farmer customers is that they are better 
informed and conduct their affairs on a 
more up-to-date business basis. They 
read more, they have radios and keep 
thoroughly informed in regard to news. 
facts pertaining to farming and the like. 
They drive into the city more often and 
have a wider acquaintance than was 
the case when a visit to the city from 
a distance of ten or 15 miles meant 
giving up an entire day . 

The better one knows his customers, 
Mr. Swan finds, the better he can satisfy 
them. If he loses touch with them, he 
loses customers for the simple reason 
that he does not know what they want. 
To hold customers it is necessary to 
know them and to know them it is nec- 
essary to keep constantly in touch with 
them. 


ATHENS COOPERATIVE Pro- 
duce Co. and the Braun Bros. Lumber 
Co., Athens, Wis-, were both victims 
of burglars recently. At the coopera- 
tive $120 was stolen from the safe and 
two $2.00 rolls of nickels and two 50- 
cent rolls were taken from the Braun 
Bros. safe. 


RANDALIA MUTUAL Creamery 
Association, Randalia, Ia., will open a 
feed store in the Farmers Cooperative 
building. 


GRAND BLANC Cooperative Ele- 
vator Co. coal sheds, hay warehouse 
and cider nll, Grand Blanc, Mich., 
were recently destroyed by fire. 


JOHN WALPER, Britton, Mich., is 
constructing a new building and is in- 
stalling feed grinding and mixing equip- 
ment. 


BACK TO LINSEED OIL 

William O. Goodrich Co., Milwaukee. 
Wis., subsidiary of Archer-Daniels-Mid- 
land Co., Minneapolis, announées that 
it will resume for at least two months 
the manufacture of linseed oil which 
was discontinued about five years ago. 
The plant has been devoted to the pro- 
duction of soybean oil and meal, but 
this department was discontinued tem- 
porarily due to the shortage of sup- 
plies. Whitney H. Eastman, president 
of the company, announces that when 
the new soybean crop begins f move 
about October 15 operations will again 
be resumed. 
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1936 Model 
Feed Mixer 


MILL MACHINERY 


Get our New Low Price on the 1936 
Model Feed Mixer with all latest im- 
provements. Write for details. 


Everything for Mill and Elevator 


THE DUPLEX MILL & MFG. CO. 
SPRINGFIELD, OHIO 


We specialize in car lots of Millfeeds, Lin- 


seed Meal, Soy Bean Meal, Oyster Shells 


Pee OO. 


shipments. 


JANESVILLE WISCONSIN 


Importers of Pure Norwegian Cod Liver Oil and Peat 
Moss. We will be glad to quote on carloads or L.C.L. 


a Feed Dealer who 


MAKES MONEY 
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“| CAN ALWAYS DEPEND 
ON THE QUALITY OF 
ARMOUR FEEDS, AND | 
FIND MY CUSTOMERS FEEL 
THE SAME WAY. THERE 
IS A LOT OF SATISFACTION 
IN HANDLING A DEPEND- 
ABLE, BRANDED FEED LIKE 
ARMOUR'S. YOU CAN TELL 
YOUR CUSTOMERS WHAT 
ARMOUR FEEDS DO, AND 
YOU CAN BE SURE THE 
QUALITY WILL NEVER LET 


YOU DOWN.” 
—JIsrael Weinstein 


For information write to 


ARMOUR 
COMPANY 


ANIMAL FEED DEPARTMENT 
UNION STOCK YARDS - CHICAGO 
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Merchandising Farm 
Supplies— Morse 


(Continued from Page Nine) 


or not, find out his name and possibil- 
ities for future business. Some dealers 
have an open book on their counter, 
and near it a placard, reading—Regis- 
ter here for free educatonal books”, 

Get names through guessing contests. 
In the chapter on “plus selling” are out- 
lined some guessing contests for use 
by farm supply dealers. Make each one 
who guesses, register his name and ad- 
dress, and also information regarding 
farm supplies he uses. You will need 
this for intelligent mail follow-up. 

Inquiries from newspaper advertising. 
Once in a while, you can run a special 
ad offering free advertising novelties, or 
educational books, to those who return 
a coupon which is part of the ad. 

Farmers’ meetings. Whenever vou 
hold a farmer’s meeting don’t fail to 
have all present register their names 
and give information about their farm 
needs. 

Offer an inexpensive novelty to the 
school children. They can give you 
most of the information about their 
parent’s operations that you will need 
to know. Some dealers have, with the 
cooperation of the school authorities, 
put on high school essay contests and, 
in that way, secured helpful lists and 
information. 

Why not ask the local postmaster 
for the names of everyone in certain 
townships? Unfortunately, he is pro- 
hibited by law from giving that infor- 
mation. He can however, correct your 
mailing list for you. That means that 
he will correct all addresses and 
scratch the names of those who have 
moved away from his section, but will 
not add any new names. For this serv- 
ice, he is permitted by law to make a 
nominal charge. 

If you are handling a variety of pro- 
ducts, you will want to have classified 
lists in order to take full advantage of 
the selectivity that direct mail gives 
you. Some of the newer type of the ad- 
dressing machines have provision for 
automatically selecting just the names 
you want. 

If you have a large list and are mail- 
ing regularly, it will probably pay you 
to consider an inexpensive addressing 
machine. If you have a small list, it 
will probably be satisfactory to address 
your envelopes by hand; in fact, your 
bookkeeper or office girl can do this ad- 
dressing in odd moments. Always plan 
to have at least one set of envelopes 
addressed ahead, for immediate use. 

Maintaining a Good List 

Getting the mailing list is one thing: 
keeping it clean is another. As pointed 
out before, people are moving constant- 
ly; farmers are selling out; tenants are 
shifting around; new people are coming 
in. It is certainly true that eternal 
vigilance is the price of advertising eco- 
nomy. Whenever you hear of anyone 
leaving your trade territory, cut him 
aff the list. There’s no use sending 
mail to people whom only some distant 
dealer can sell—nor to those who have 
taken up their residence in the ceme- 
tery. Your list should be carefully re- 
vised no less than once a year. . 

Now, for a few mechanical details 
in improving the effectiveness of sales 
letters. 

First, comes the question of repro- 
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JSinish at le Jiner 
dry, hi le, and Palatable 
| 
time, ©n your hogs 
Armour’s Meat ang 
strong cattle give m, Bone Scraps 
Prov: er calves when milk and drop 
vides valuable this rations 
Protein elements, mineral as 


duction. In deciding this question—and 
any other points on letter mechanics— 
recall again that a letter’s big advan- hi 

tage lies in the fact that it is personal. S uppers OJ «+. 
The more nearly personal you actually 
make it, the more effective it is likely 


to be. Were it possible personally to 
typewrite and sign every individual 
letter, that would probably be the ideal orn < a s 
situation—but one that would be likely 


to prove somewhat expensive to the 


average retailer. It will usually be 

quite satisfactory, therefore, to produce c 

the letter on a quantity basis, using a a A e a r e@ 
Copygraph, Mimeograph, Neostyle, 


Multigraph, or similar reproducing 
equipment. Such reproduction gives | 
ance which is absolutely impossible to ~ | d Milli Wh 
attain if you have your letter printed ou try an : ing eat I 
on a job press. In the latter case you ag) 
don’t have a letter—you have a circular. 


Addressing and Mailing Any Grade 
The advertiser frequently wonders e és 
whether he should fill in each letter Any Quantity 
personally with the name of the cus- 


tomer and sign the letter personally. ° 
If your message is ovbiously one that ° Any Time 
is going to a number of customers— 

such as the announcement of a special 
sale, probably little will be gained by 
going to the extra expense. On the 


other hand, if your message is intended i ( 
te go to a limited number of customers unge evator orporation 1 
—if you want to give the customer the j 


impression that you are really talking MINNEAPOLIS MINNESOTA it 


to him personally—then by all means. 1. 


fill in the name and address and sign Write or Wire for Quotations i 
(Continued on Page Twenty-nine) 


BARLEY SHIPPERS gy 
Mail Us Samples of New Bar- FEED MIXERS- 


ley as soon as possible. Rush 
your old barley to market. 


Make this an added selling talk. 
Fraser-Smith Co. 


“The calcium in our 
MILWAUKEE mashes is PILOT BRAND 
MINNEAPOLIS CEDAR RAPIDS 


Pulverized Oyster 
Shell—over 99% 


expands with tor } Calcium Carbon- 
Printed messages cARBONATE ate” 
They are profitable 
ADTKE ORTSCH Write for our delivered price. 
BROS. Co. 
Estasiisnep (894 
PRINTERS OyYsTER SHELL PrRopucts CORPORATION 
LITHOGRAPHERS 
BINDERS New Rechelle, N. Y. St. Louis, Me. London, England 
5 N. MILWAUKEE STREET 
1076 WISCONSIN 
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Order a Mixed Car of 


Golden Loaf Flour 


The flour with the Vim and Pep left in 


Bran and Middlings 


—Higher in Protein— 


= 
TENNANT & HOYT Co. 
LAKE CITY, MINN. 


/ 


HIAWATHA e 


GROUND GRAIN SCREENINGS 


(BULK OR SACKED SHIPMENTS) 
A domestic grain and flax seed screenings mixture, carefully 
blended to assure constant uniformity, thereby meeting the de- 
mands of the most discriminating. 


(A Most Profitable Base for Feed Manufacturers) 


WE SPECIALIZE IN ALL TYPES OF SCREENINGS 


Write or Wire for Prices 


Hiawatha Grain Company 


MINNEAPOLIS, MINN. 


a] ‘‘All your needs in grain and feeds’’ > 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 
THE HUBINGER COMPANY, Keokuk, Ia.....Corn Germ Meal and Gl Feed 
VANDERSLICE-LYNDS CO., Kansas City, Mo.................. Milo and Kaffir 
FAIRMONT CREAMERY CO., Omaha, Neb....Condensed and Dried Buttermilk 


L. C. NAISAWALD & SONS, INC. New York City........... Blackstrap Molasses 
OYSTER SHELL PRODUCTS CO., Philadelphia, Pa................ Oyster Shells 
NATIONAL OATS CO., Cedar Rapids, Ia........................2. Oat Products 


FERNANDO VALLEY MLG. & SUPPLY CO., Los Angeles, Cal... 
HEALTH PRODUCTS CORPORATION. ‘CLO-TRATE Concentrated Ged Liver On 


PRINTED 

For. 
| INDIVIDUALITY 
ALL BAGS VACUUM CLEANED 


WE BUY FREDMAN BAG CO. 
SURPLUS BAGS MILWAUKEE, WIS. 
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Wallace to Be Speaker 
At Chick Conclave 


Henry A. Wallace, secretary of agri- 
culture, will be one of the principal 
speakers at the International Baby 
Chick association convention, to be held 
in the Municipal auditorium, Kansas 
City, Mo., beginning July 20 and ending 
July 23. He will talk at the banquet 
to be held on the evening of July 22. 

All phases of the poultry industry 
have been given a place on the prelim- 
inary program which has been released 
by Reese V. Hicks, executive secretary. 
Among the galaxy of speakers who 
have been obtained will be J. G. Halpin 
professor of poultry husbandry, college 
of agriculture, University of Wisconsin, 
Madison, who will discuss ‘Poultry 
Feeds and Feeding Methods.” 

One of the convention sessions is to 
be practically devoted to problems of 
turkey raising with experts in the field 
directing the discussions. Feed dealers 
as well as hatcherymen are cordially 
invited to attend. 


FARMERS COOPERATIVE Ele- 
vator Society, Ottosen, Ia., has opened 
a mixed feed department and installed 
a new mixer. 


WILLIAMS WITH PAETOW 

L. A. Williams, connected for many 
years with the Stratton Grain Co., Mil- 
waukee, has become associated with the 
Paetow Co., Milwaukee. He will rep- 
resent the firm on a complete line of 
mill feeds, including brewers dried 
grains, malt sprouts and cod liver oil 
Mr. Williams is also sales representa- 
tive for the Dawes Products Co., manu- 
facturers of Vitamelk, and will continue 
in this capacity along with his new 
connection. 


ILLINOIS 

Woodhull grain elevator and feed 
mill, Woodhull, was destroyed by fire 
June 16 with a loss estimated at 
$25,000. 

Elmer Zuck feed mill, Lanark, is now 
housed in new quarters. The old build 
ing it formerly occupied will be dis- 
mantled. 

L. E. Myers has taken charge of the 
Putman elevator, Browns. C. A. Put- 
man, the former owner, has opened < 
feed store on Route 1, Belmont. 

E. H. Morris who operates elevators 
at Crossville, Calvin and Maunie, 
and also at Mt. Vernon, Ind., has 
opened a new branch at Grayville. 

Illinois Feed & Supply Co., Peters- 
burg, has been organized to deal in 
stock and poultry feed and farm ma- 
chinery. 

T. L. Graham has dissolved partner- 
ship in the feed business with W. W 
Wierman, but will continue to handle 
feeds from his veterinary office. f 

A. E. Staley Mfg. Co. is planning 
to erect a $92,000 soybean plant at De- 
catur. 

George E. Walsh, grain dealer at 
Campus, died at a Bloomington hos- 
pital, June 6, following an operation 
He was 60 years old. ; 

James C. Murray, vice president 
Quaker Oats Co., Chicago, was injured 
in an automobile accident, June 16, 
while driving to his home in Kenil- 
worth. Two guests who accompanied 
him also sustained injuries. 


at & 
Orden 
loaf = 


Grain Men Get Ducking 
When Pier Breaks 


Hereafter when members of the Mil- 
waukee Grain & Stock Exchange attend 
the annual outing given by Ed Hiemke 
L. Bartlett & Sons Grain Co., Milwau- 
kee, at his summer home on Silver 
lake, near West Bend, they are going 
to wear bathing suits. 

Six of the members received an im- 
promptu ducking when a pier collapsed 
while they were watching a school of 
minnows in the water. 

All of them managed to wade back 
to shore and Mr. Hiemke, being the 
ideal host, provided them with dry 
clothing, after which they were none 
the worse for their experience. 

The victims of the accident were Ed- 
ward LaBudde, Charles Gorman, Robert 
Lamb, Art Ladish, John Davis and 
Dewey Hales. 


THEODORE ROES, Hendurm 
Minn., has purchased a warehouse and 
after remodeling it will install feed 
grinding and mixing machinery. 


SEED CONFERENCE 

A one-day conference for the benefit 
of dealers handling seeds will be held 
in the Memorial Union building, Pur- 
due university, Lafayette, Ind., July 17. 
The meeting will be under the directior 
of Prof. H. R. Kraybill, state agrono- 
mist and seed commissioner. Several 
discussions on the various types of 
weeds will be included in the session. 
= ses are cordially invited to at- 
tend. 


EXCELSIOR 


MILLING COMPANY 


MINNEAPOLIS, MINNESOTA 


HIGH QUALITY PRODUCTS | 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US 


EW RICHMOND 
ROLLER MILLS CO. 


NEW RICHMOND, WISCONSIN 


Mill Feeds 
Coarse Grains 
Feeding Oatmeal 
Sardilene Oil 


MIXED OR STRAIGHT 
CARS 


Girt 


sees You can increase your flour sales 

CAPITAL by recommending 

MINNESOTA GIRL FLOUR. 

A trial will prove its merits. _ 

Let us include MINNESOTA GIRL a 

FLOUR in your next car of _ 

Queen Wheat Feed 
® Cherokee Pure Bran 

® Cherokee Middlings 


WIRE US FOR PRICES 


CAPITAL FLOUR MILLS, INC., Minneapolis, Minn. 


Guaranteed 


Big Advantages of 
HEAVY SWEETENED BUFFALO 


P e Buffalo Corn uten Feed an orn Sugar 
B 100 POUNDS NET ¢ Molasses makes a feed that is greatly relished 
by all classes of stock. 


2 ENERGY PRODUCING VALUE— The Corn 

e Sugar Molasses in Heavy Sweetened Buffalo is 
largely dextrose, a completely soluble blood 
sugar and one of the greatest energy produc- 
ing foods known. 


3 MILK PRODUCING VALUE — Heavy Sweet- 
D e ened Buffalo has a minimum of 20% Protein 
me, A 3: and is a milk producer practically on a par 
— dere with standard Buffalo Corn Gluten Feed. 

4 AVAILABILITY — Shipment can be made in 
GLUTEN PEED straight cars or in smaller amounts in mixe 
h. 8 CORN SEAR MOLASSES cars with standard Buffalo Corn Gluten Feed 
and Diamond Corn Gluten Meal. 


Stock HEAVY SWEETENED 

~~ f SERVICE — The same high standard of service 
5. to which you_have been accustomed on your 
purchases of Buffalo and Diamond to 
tered rations. your purchases of Heavy Sweetened Buffalo. 


CORN PRODUCTS SALES CO., New York and Chicago 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


ELEVATOR FOR SALE OR RENT 


Grain elevator, Potato and Hay 

N. W. R. R. direct to Chicago an 

farming country. Address MRS. 
IEBUHR, Fall Creek, Wis. 


TRUCK SCALE FOR SALE 
15 Ton 9’x20’ platform scale. First class shape. 
Will sacrifice. Write DK-40, c/o THE FEED 
BAG, Grain & Stock E xchange, Milwaukee, Wis. 


FEED BUSINESS FOR SALE 


Large two-story warehouse 25’ x 125’ with four 
loading doors on Milwaukee railroad. One story 
office building 20’ x 40’. Frontage on main high- 
way. Located in good territory between Mil- 
waukee and Chicago. Write BOX 33, Wads- 
worth, Ill. 


ATTRITION MILL FOR SALE 


Sprout Waldron Attrition Mill with Westing- 
house special 10 H. P. motor for sale. First class 
condition. Write R. O. WHIPPLE, Toma- 
hawk, Wis. 


Convention Memories 


(Continued from Page Fifteen) 


who is our personal friend. Ray ex- 
plained that he dodges all of the fiction 
and absorbs every line of articles on 
economics and the political situation. 
And does he know his stuff! 


Two copies of the new 20th edition 
of Feeds and Feeding, autographed by 
the author and donated by The 
Feed Bag, were won as prizes in 
the golf tournament at the manufactur- 
ers’ convention by George W. McCarty, 
Ashcraft-Wilkinson Co., Atlanta, and E. 
P. MacNicol, Southern Mixed Feed 
Manufacturers association, Memphis. 


The Nopco delegation at While Sul- 
phur Springs included a new member 
this year in P. §. Brown, vice president 
and sales manager of the vitamin di- 
visions of the National Oil Products 
Co., Harrison, N. J. Other members 
of the delegation were Mr. and Mrs. J. 
H. Barton, Frank Fader and L. M. 
Brown. 

Smoke pouring from the parking lot 
at the Decatur Country club during the 
Indiana convention interrupted one of 
the sessions, and when H. D. Burge, 
Indiana Seed Co., Indianapolis, rushed 
to the scene he found his automobile 
in flames. The blaze was quickly ex- 
tinguished. 


Established 1892 


FRANKE GRAIN CO. 


Incorporated 


GRAIN AND FEED 


Milwaukee Wisconsin 


FEEDSTUFFS 


Both Cash and Futures 
DREYER COMMISSION CO. 


(At it since ’92) 


Merchants Exchange St. Louis, Mo. 
Board of Trade Bidg. Kansas City, Mo. 


HAY AND MILL FEED 


Write for Prices 


Midland Hay & Feed Co. 


Minneapolis, Minn. 


¢ 


ESTABLISHED IN 


Calf Meal 


Cx. 
fords 
Now 


VITAMINS 
A 


and 


Write to 


Jigztchford Calf Meal Co. 


Waukegan, IIl. 


Share in its sales. 


Northwest Linseed Meal Co. 
HEADQUARTERS FOR 


Pure LINSEED MEAL 


Write for price delivered your station. 


314 Flour Ex. Bldg., Minneapolis, Minn. 


TRUCK OR CARLOADS 


MEAT SCRAPS 
LINSEED OIL MEAL 
SARDILENE OIL 


MANEY BROS. MILL & ELEVATOR CO. 
MINNEAPOLIS, MINN. 


YES?! 


Powdered Milk, 
Meat Scraps, Cod 
Liver Oil, Malt 
Sprouts, Brewers 
Grains, Mill Feeds, 
Molasses, etc. 

can be bought in ton lots at 


FEED SUPPLIES, INC. 


West Allis - 1637 South 83rd St. 
North Milwaukee - 3328 West Cameron Ave. 


PURE OLD PROCESS 


LINSEED OIL MEAL 


A Sugégestion—Write us today if interested. 
Either prompt or deferred Linseed Meal. 
Save Money. “Stand by Stan.” 
A. L. STANCHFIELD & CO. 
Wholesale Grain and Feed Merchants 
502 Corn Exchange Bldg. Minneapolis 


A. G. Bemmels Co. 
Cheer-Up Wheat Mixed Feed 
WHOLESALE 
MILLFEED—FLOURS 


815 Chamber of Commerce 
Minneapolis, Minn. 


anity Fair 


Flour 


Laboratory Tested. 
Made Right and Priced Right 
Write for our prices in straight 
and mixed cars with bran, midd- 


lings, Cannon feed (flour midd- 
lings), and Billie feed (red dog). 


Cannon Valle ey Milling Co. 


MINNEAPOLIS, MINN. 


W. M. BELL COMPANY 


Grain & Stock Exchange 


of customers. 


W. A. HOTTENSEN 
President 


Since 1897—-going on our 40th year— we 
have given satisfactory service to thousands 
Take advantage of our long 
experience and close contact with the market. 


R. G. BELL 
Vice President and Treasurer 


F. B. BELL 
Secretary 


AGLE ROLLER 
MILL CO. 


NEW ULM, MINNESOTA 


Manufacturers 


Daniel Webster 
and Gold Coin 


Spring Wheat Flours 
Rye Flours 
Commercial and Mill Feeds 
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Merchandising Farm 
Supplies— Morse 


(Continued from Page Twenty-five) 


personally. Watch, however, that you 
get a good match in doing the filling 
in. A poor fill-in is worse than none 
at all. Larger organizations that can 
appropriate more money for advertis- 
ing can purchase reproduction machin- 
ery which fills in signatures very satis- 
factorily. They can also purchase ad- 
dressing equipment which can be used 
for filling in the customer’s name and 
address on the letter. 

The same answer would apply to the 
use of first class or third class post- 
age. If you want your letter to appear 
exceedingly personal, send it first class. 
If it is merely a weekly price list, third 
class will probably be satisfactory. If 
you mail as many as two hundred prices 
at a time, you may want to consider 
the use of a mailing permit to save the 
work of posting stamps—particularly 
for third class (circular) mail. See your 
postmaster for details. 

In this, and all other points about 
the handling of direct mail, it is unsafe 
to make too positive a statement. If in 
doubt, the wisest thing to do is to ex- 
periment with a small test mailing, and 
call for a definite reaction on the part 
of the customer. Suppose you have a 
special sale. Send first class letters to 
part of your customers and third class 
to another. Or send some filled in let- 
ters and others not filled in and see 
what the results tell you. Then let 
that be your guide. 

Another thing—watch that your let- 
ters don’t look crowded. Leave ample 


margins around the “copy”. Let your 
paragraphs be reasonably compact— 
probably not longer than eight lines. 
On the other hand, don’t make every 
sentence a new paragraph—that gives 
your letter a disjointed appearance. 
Inserting Reply Cards 

There may be times when you want 
to give your customer opportunity to 
reply to your letters—you may want an 
acceptance of an invitation to a meet- 
ing, of you may want to enclose an 
order card with weekly price lists. Or- 


dinarily, you'll get better returns if you 
pay the return postage. You may en- 
close a stamped card—then all unused 
cards represent a definite postage waste. 
Or you may use the business reply 
card on which you pay return postage 
only on cards returned when they are 
returned. You pay a slight increase 
for this privilege—but you pay nothing 
on unused cards. Whether you will 
profit most by using the stamped card 
cr the business reply card should also 
be determined by actual test. 


ROY I. 


Wise Choosing Goes With Success 
q 


Milwaukee, Wis. 


Grain Commission 
Merchant 


GRAIN FUTURES 


Phone Marquette 2329—Direct connection to Exchange 
Floor Assures PROMPT PERSONAL SERVICE. 


DONAHUE-ASTON CO. 752 No. Milwaukee St. 


DAISY BATCH FEED MIXERS 


Horizontal type. Capacities from 14 to 2 tons per batch. Requires only 
3 H.P. on 1-ton size. Loads, mixes, discharges and sacks a ton batch in 
12 minutes. Entirely self contained. Quiet in operation. Motor or belt 
drive. Write for complete information and low factory-to-user prices. 


R. R. HOWELL & CO. 


2 MALCOLM AVE. S. E. 


MINNEAPOLIS, MINN. 


Jacobson Ajacs 
(Hammertyre) Grinder 


Will put real profit in your feed grind- 
ing business. Many users say it is the 
fastest grinder in its power size re- 
gardless of price. 


Two sizes: 20-30 or 30-40 HP. 


Belt or direct 
motor driven. 


e 
\ \ 
Send for our 
a new mill 
x machinery 
catalog—FREE 


A. E. Jacobson Machine Works, Inc. 
Sales Office: 405 4th Av. S. 


MINNEAPOLIS, MINNESOTA 


23 
100 LBS. NET 


FF Pecos Valley Alfalfa Mill 
Hagerman, N.M. 


TRY OUR 


PECOS SPECIAL 


IT’S BETTER 


Your inquiry would be appreciated. 
Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 


NEW CROP 
Alfalfa Meal 


Nice 
Quality 


All grades 
and grinds 


You will like our 
Alfalfa Meal and 
our Superior Ser- 
vice. 


Thi 
Milling & Products Co. 


LAMAR, COLO. 


Merchants Exchange: 
ST. LOUIS 
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RIEBS 


VIEW 


Vol. 4, No. 7 


July, 1936 


Milwaukee, Wis. 


SERVICE WITH A SMILE 


BRAVE INDEED 

First Boy: ‘‘My father is a 
brave man. He killed five lions 
and an elephant in Africa single 
handed.” 

Second Boy: ‘Bosh, that’s 
nothing. My dad bought a new 
sedan when ma wanted a coupe.” 


Ship Your Barley to Riebs 
for Best Results. 


THAT EXPLAINS IT 

Rastus: ‘‘Doesn’t that mule 
evah kick you?” 

Mose: ‘‘No, sah; he ain't yet 
—but he frequently kicks de 
place wnere Ah recently was 
has been but nevah ain’t no 
time.”’ 


We Have a B. E. Degree— 
Barley Experts. 


It costs a girl a lot of money 
to look beautiful while she’s 
being courted but she cer- 
tainly gets even after she’s 
married. 


HOT POINT 


Electrician: ‘‘What’s the mat- 
ter, sonny? Why all the ban- 
dages on your hand? Cut your- 
self?”’ 

Boy: “Nope. I picked up a 
bumble bee and one end of it 
wasn't insulated." 


BIG DIFFERENCE 
Janet: ‘‘What did father say, 
Eddie?”’ 
Eddie: “I don’t exactly know 
if he said ‘take her, my boy, or 
take care, my boy’.” 


POOR THING 
She could swing six-pound 
dumb-bell; 
She could golf the whole day 
long, 
But she couldn't help her mother 
"Cause she wasn’t very strong. 


Riebs Gets the Top for 
Barley. 


Published Monthly by The Riebs Co., Milwaukee 


—Better Built Bags— 


BAG FACTORIES - COTTON MILL - BLEACHERY 


TALK ABOUT BAGs! 


(Quoted from Customer's Letters) 


“*** Our truck driver was 
taking a load of flour packed 
in Werthan Cotton Bags to 
Texas and one of the bags on 
the top of the load, which was 
about 12 feet high, slid off on 
the Chat Road. The driver 
stopped his truck, expecting to 
see a lot of flour spilled on the 
road but the Bag had not even 
burst.’’ 


WERTHAN BAG CORPORATION 
NASHVILLE — NEW ORLEANS 


Welding 


of all styles and makes of 
ATTRITION 


New and reconditioned 


heads in stock—so don’t 
shut down, Wire or Phone 
us your needs. 


ALSO REMACHINING, BALANCING and RESETTING 


All work done by experienced mill manufacturers 
and warranted for one year. If necessary our service 
car will call for repairs and deliver. Estimates cheer- 
fully given. 


ALL MAKES OF 


Hammer and Attrition Mills 


REPAIRED, RECONDITIONED OR TRADED 


Plate Bolts and Ball Bearings in Stock. 
Motors Rewound — Parts Furnished, also Exchange 


Motors and Rentals. 
DOCIAMOND 

Grinding Plates, Hammers ; 
and Screens for All Types HULLER Co. 


Get More Business 
USE POST-CARD ADS! 


You can now illustrate, > 
print and address the 
cards yourself—dall on a 
simple, inexpensive 
little machine called 


the 
Elliott Cardvertiser 


“Business 
Men Wise 
Cardvertise”’ 


Uncle Sam furnishes the penny postal cards. You have 
no cuts to buy or type to set. Businesses of all kinds— 
retailers, wholesalers, manufacturers——-are rapidly dis- 
covering the big results from postcard messages sent to 
customers and prospects. Time and money saving, too, 
for Churches, Lodges, Associations, all organizations, to 
contact members. 


for the interesting Cardvertiser story. Tell us 
Write NOW what business youre in and we'll include samples 
ot post-card ads from others in your line. No obligation. Address 


Cardvertiser Dept., THE ELLIOTT CO. 
125 Albany St. ~ ~ Cambridge, Mass. 


Milwaukee Office: 5066 Plankinton Bldg. (Marquette 4523) 
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To put more money in the 
pockets of your customers, a 
constantly uniform source of 
vitamins A and D ffor your 
feeds is absolutely necessary. 


Ordinary oils vary widely in vi- 
tamin strength. To secure uni- 
formity in results, it is there- 
fore essential that you use an 
oil which has been regularly 
chick tested, at the guaranteed 
level, by some recognized and 
standard method as, for ex- 
ample, the A. O. A. C. 


CLO-TRATE, made under the 
Barthen process (U. S. Patent 
No. 1984858, is a uniform, chick- 
tested product. Used at the 
recommended level, it supplies 
an abundance of vitamin A and 
all the vitamin D necessary. It 
gives your feeds an extra quality 
appeal. 


CLO-TRATE is added to your 
feeds likeany poultry oil. Thor- 
oughly dependable and eco- 
nomical, CLO-TRATE definitely 
solves your oil supplement 
problem. 


Note to Buyers: —Before 
booking your oil require- 
ments write for informa- 
tion and prices on CLO- 
TRATE. 


SOURCE—A cod liver. A liver from 2 PROCESS—Section of concentrating 


a 35-pound cod weighs approximately 
2!2 pounds and will produce about 34 
Pint of cod liver oil. 


EXTRACTION — Approximately %%4 
pound of vitamin A and D concen- 
trate is obtained from 100 pounds of 
oil. The 99 parts left have no vita- 
min value. 


4 TESTING—Section of poultry testing 


plant at Health Products Corp., where 
vitamins A and D are extracted from 
cod liver oil by the Barthen Process. 


laboratory where CLO-TRATE is chick- 

tested, and a corner of the biological 

oe of the country’s 
nest. 


HEALTH PRODUCTS CORPORATION 


CHICAGO NEWARK, N. J. SAN FRANCISCO 


0 
OF 
$50 LIVER on 
ECEss, 
R 
ENTRaTE Dod | 
j : 
‘TR 
© CONCENTRATED 
COD LIVER OIL 
Manufacturers of Cod Liver Oil Concentrate Products 
USE X Cl” in YOUR MASHES a 


You will never 
make a mistake by 
recommending or sell- 
ing a superior article... 
Quality is the surest foun- 


dation for permanent success. 


Highest Priced Flour 
in America 


and Worth All It Costs 


MINNEAPOLIS, MINNESOTA 


3 
: 


